CREDIT 
WORLD 


The only monthly publication serving the entire field of consumer credit 


Volume 49 + Number 1 


OCTOBER 1960 


Fraudulent Use of Credit Cards 

Reports of Chicago Group Meeting Chairmen 
1960-1961 Membership Committee 

People and Events 

Credit Department Communications 

From the Nation's Capital 

Local Association Activities 

State Legislation 

Consumer Credit Outlook 


Over 50,000 credit executives read The CREDIT WORLD every month 























Collecting a long past-due account from a “won't 
pay’ customer can be a problem. But “third- 
degree” and ‘strong-arm’ tactics aren't the answer 


as you well know. 


What can you do about such collection toughies? 
You can send them to your nearest ACBofA- 
affiliated collection office for efficient, ethical Col- 
lectrite collection service. This service is specifically 
designed to collect your past-due accounts re- 
ceivable while retaining the debtors’ goodwill for 


your firm 


DON’T... 


resort to 
THIRD-DEGREE 


methods ! / 


And through affiliation with ACBofA, the Col- 
lectrite collection office is part of a vast network 
of collection agencies. Thus, if your debtor skips 
town, he can be relocated and the account for- 
warded to the Collectrite office in his new home 


town 


The Collectrite collection office gives you modern, 
diplomatic, psychologically-sound collection service 
By permitting it to handle your past-due accounts 
receivable you save valuable time and effort. And 
you free yourself of the expense and worry that 


result from handling your own collections. 
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RE YOU IN FAVOR of or opposed to consumer credit controls? Did your 

Congressman vote on the wage and hour bill the way you had hoped? 

Is your Congressman one of the 57 Senators and 217 Representatives who con- 
sistently voted in opposition to business? 


A The Chamber of Commerce of the United States reminds us that the Con- 
OW gressmen and Senators, now back home from Washington, are agents for your 
firm’s majority stockholder. They are part of a government that takes away 52 

; per cent of your profits. You surely have things to talk over with them. 
f~) This is a particularly good time to do so. They are not only available but 
O anxious to please—particularly if they are candidates for re-election this year. 
So, for that matter, are many rivals they may have in the present political cam- 


paign. You will want both sides to know how you stand on the issues likely 
Y Ou 


to come up in the next Congress. 


If your particular Congressman has done an effective job of representing 

you, he will appreciate your telling him so. Some lawmakers complain pri- 

? vately that they are “taken for granted” by many businessmen in their com- 

Feel munities, despite their consistent voting record on behalf of the free American 
vo economic system. 


All too often, they say, business leaders in their home districts or states tend 
¢ to rate them primarily on the basis of “What did he get for us locally?” in- 
. A, t stead of on their votes on the broader issues. 
If you think your Congressman has done an inadequate job, he will be inter- 
ested in hearing the reasons for your opinion. Like all realistic politicians, he 
is anxious to find out as much as possible about all his constituents’ reactions— 


e 
€ Onsumer unfavorable as well as favorable. 


Let him know how you stand on the major national issues—Consumer Credit 


Controls, compulsory health care for the aged, minimum wage extensions, the 
f -_ d, z t secondary boycott and “on site” picketing, government spending, and federal 
reat subsidies for local schools. 


You can be particularly effective if you tell your Congressman specifically 


C 9 how these issues would directly affect your business. 
ontro ls 


You may wish to invite him to visit your store or office and meet your em- 
ployees. If you think it advisable, you might want to follow up his visit by 
issuing a similar invitation to his opponent and other candidates. 


Your contacts with these congressional candidates will help you exercise 
personal leadership in your community and to speak out more persuasively on 
the issues at discussion meetings of your political, trade, civic, fraternal and 
other organizations. 


In this connection, you may wish to warn your fellow voters during these 
meetings to be wary of candidates who speak glibly of “broad new programs” 
without getting down to cases or gauging the effect of their proposals on the 


LS When A. Bloke 


Executive Vice President 
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HE MAJOR PROBLEM pre- 

sented by any consideration of 
the legal consequences of the vari- 
ous credit card systems flourishing 
throughout the country is one of 
definition. The factual patterns of 
credit card systems readily suggest 
several areas of law which might 
be determinative of the legal rela- 
tionships created by the use or mis- 
use of such cards. Initial efforts in 
the solution of this problem must 
be directed toward a comparison of 
the structure of present day credit 
card systems with traditional areas 
of law to the end of providing rules 
for the direction and control of the 
extension of such widespread 
credit. Failing this, new rules must 
be developed. 

Little aid may be enlisted from 
an examination of the cases di- 
rectly dealing with credit cards. 
The number of cases is small and 
the early analyses have broken 
down while later ones evidence un- 
certainty as to adequate definition. 

It is the purpose, then, of this 
article to examine the structure of 
the various systems which dominate 
the field of credit cards and define 
these relationships with an eye to 
the aspirations of the businessmen 
who invented them and the natural 
equities between the parties. In ad- 
dition, an attempt will be made to 
predict the civil and criminal liabil- 
ities growing out of the use and 
misuse of credit cards. Several con- 
tracts currently in use by credit 
card systems will be used from time 
to time to analogize to various fields 
of law. 


For the purposes of this article 
certain terms will be used to de- 
scribe the parties in the systems. 
The credit card company, such as 
Diner's Club Inc. or the Hilton 
Credit Corporation, will be referred 
to as the “issuer.” The holder of the 
card rightfully acquired from an 
issuer will be referred to as the 
“user.” The retail establishment, 
such as a restaurant, service station 
or hotel which honors the card and 
extends credit to the user, will be 
designated “creditor.” 
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Basically, the credit card industry 
may be divided into two, three and 
four-party systems. Under the two- 
party system the issuer grants a 
credit card (commoniy called 
“charge-a-plate”) to its credit cus- 
tomers. This card may only be used 
at the issuer's establishment and the 
issuer bills the user directly. Thus, 
issuer and creditor are the same 
party. Three and four-party sys- 
tems will be discussed at length in 


subsequent sections. 


Economic Problems 


The sizeable economic and com- 
mercial problems produced by 
these systems are beyond the scope 
of this article. It suffices to observe 
that the issuer derives profit from 
user service charges and by dis- 
counting creditor charge slips. The 
user benefits by having ready credit 
at numerous outlets throughout the 
world and an itemized record of his 
purchases. The creditor benefits 
through the inclusion of the name 
of his establishment in a brochure 
carried by the millions of card hold- 
ers and the increased purchases by 
the users. 

The earliest definition of a credit 
card is found in Wanamaker v. 
Ve gary 


for debts 


In holding a user liable 
third 
party through the use of a charge-a- 


contracted by a 


plate lost by the user, the court con- 
cluded that a charge-a-plate was a 
negotiable instrument. The court 
conceived of it as an order by the 
user to the creditor to deliver goods 
to the bearer of the coin. 

This theory was rejected eight 
years later by the New Jersey court 
in Lit Bros. v. Haines, a case involv- 
The court noted 
that the coin had none of the mark- 


ings of a negotiable instrument and 


ing similar facts. 


was non-transferable. The court 
concluded that the coin was merely 
an identification card. 

Some of the uncertainty of the 
courts as to the nature of a credit 
card is evidenced in Gulf Refining 
Co. v. Plotnik. The court said: 

A credit coin or charge-a-plate is 
not in the nature of a negotiable in- 
strument. In the instant case it is 


described not merely as a means of 
identification, but rather as a token 
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of credit arrangement or contract. 
Of itself it is neither useful nor valu- 
able, but it represents something of 
value. 


In Magnolia Petroleum Co. v. Mc- 
Millan the court simply decided 
that the card was a written contract 
signed and accepted by one party. 

In terms of the major credit card 
systems currently in use, these defi- 
nitions are either unsatisfactory or 
incomplete. The following is an 
analysis of a modern definition of 
credit cards. 

It is the thesis of this article that 
credit cards are special, clean, re- 


vocable letters of credit. This con- 


clusion is based on two premises: 


1) The structure and factual situa- 
tions inhering in the credit card 
system are closely analogous to the 
structure and factual situations of 
letters of credit. 2) The legal rights 
and duties imposed by the law upon 
letters of 


tageous and equitable taken in the 


credit are both advan- 
context of a credit card system. 


Letter of Credit 


\ letter of credit may be defined 
as “a letter containing a general or 
special request to pay the bearer or 
person named money, or to sell him 
some commodity on credit, or give 
him something of value, and to look 
to the writer of the letter for re- 
compense, and which partakes of 
the nature of a negotiable instru- 
ment....” A party, generally called 
the beneficiary, approaches a bank, 
business, or individual and requests 
a letter of credit. If granted, the 
writer of the letter gives the letter 
to the beneficiary or sends it di- 
rectly to the party (usually a bank, 
but by no means necessarily ) to 
whom the letter is addressed. The 
letter is a specific authorization by 
the writer of the letter to the ad- 
dressee (labeled “creditor” ) to ex- 
tend credit to the beneficiary on the 
strength of the writer's credit. The 
credit must be extended only on 
carefully defined terms. The credi- 
tor, after having extended the 
credit, looks to the writer for re- 
compense and the writer in turn is 
reimbursed by the beneficiary. 


The beneficiary draws drafts or 


purchases goods from the creditor 
against the letter of credit which 
generally is granted for a specific 
amount. The drafts are negotiable 
instruments, with the beneficiary as 
drawer, the writer as drawee, and 
the creditor as payee. The com- 
mercial letter of credit commonly 
used between banks and merchants 
is a documentary letter of credit; 
that is, 
shipping documents must accom- 
pany the letter of credit before it 
may be accepted by the creditor. A 


“clean” letter of credit is one which 


bills of lading and other 


may be accepted by the creditor 
without shipping documents. This 
letter of credit may be revocable at 
the will of the writer if so provided 
in the contract and at the very least 
it is of limited duration. 

Letters of credit are popularly 
thought of as involving banks and 
merchants but they are as easily 
adaptable to transactions between 
individuals. Where the contract so 
provides, a letter of credit is non- 
assignable and it binds the writer 
only to the party to whom it is ad- 
This letter of 
credit a “special” letter of credit. 


dressed. makes al 
The creditor is under no obligation 
to accept the letter of credit. 

\ detailed analysis of the work- 
ings of a credit card system must be 
It should be noted that this 
structure is typical of all three-party 
systems 


made. 
including oil company 
courtesy cards and the well-known 
hotel card 


restaurant and credit 


systems. 


Three-Party System 


In the three-party system the user 
sends an application to the issuer. 
The application includes a request 
for a card and several credit refer- 
ences. If the issuer considers the 
applicant a good credit risk it sends 
the user a credit card. 

At the same time the issuer is 
contracting with creditor establish- 
ments to join the system. These 
creditors also submit applications 
which describe physical plant, 
menus, type of merchandise, etc. 
Under the oil 


there are no creditor applications 


company systems 





since the credit card system is part 
of the service station’s franchise. If 
the issuer wishes to add the appli- 
cant creditor to its system it makes 
a contract with that establishment 
which sets out the terms whereby 
the issuer will be bound to pure hase 
the charge slips signed by the user. 
On the face of some credit cards ret- 
erence is made to other rules and 
regulations not set out on the card. 
This undoubtedly has reference to 
the contract between issuer and 
creditor. The issuer-creditor con 
tract makes reference to the terms 
set out on the credit card which is 
readily available to the creditor 
The user then presents his card 
\ list 
of such establishments is attached 
to the card 


required the presentation of the 


at the creditor establishment 
All systems analyzed 


card before credit could be given 
The user then signs the check o1 
charge slip and the number of his 
card is placed upon it 

Once a week the creditor com- 
piles the checks charged during the 
past week and sends them to the 
issuer. The issuer discounts them at 
a rate of from 5 per cent to 10 per 
cent depending upon the particular 
system and the type of creditor es- 
tablishment. The 


mitted to the creditor once a month. 


balance is re- 


The issuer then bills the user for 
the face amount of the check. If 
the user does not pay within a cer- 
tain length of time the check is 
sometimes turned over to a collec- 
tion agency and the card is revoked. 
All creditors are notified not to 
honor the card. In case of loss or 
theft ‘of the card, the user is re- 
quired to notify the issuer immedi- 
ately whereupon the issuer will give 
creditors notice not to honor the 
card if it appears. 

The factual similarity between 
credit cards and letters of credit 
may be seen from the following 
chart: 


LETTER OF CREDIT 
1) Request made by party for a 
letter of credit 
2) If granted, a letter is sent to 
the creditor bank or 
which sets out the 
extending the credit 


business 


terms of 


Beneficiary presents letter of 
credit at creditor establish- 
ment and draws drafts or 
receives merchandise on the 
strength of the letter of credit 
Creditor looks to the writer of 
letter for payment for credit 
given to beneficiary 

Writer looks to beneficiary for 
reimbursement 

By the temrs of the 
may be revo ble 


letter, it 


CREDIT CARD 
Application sent to issuer along 
with credit references 
It granted the credit card is 
given to the uset There is al 
ready a written contract between 
issuer and creditor setting out 
the terms of credit extension 
User presents card to creditor 
ind buvs goods or services on 
credit 
Creditor discounts the check or 
charge slip with the issuer 
Issuer bills the user for the 
face amount of the check o1 
charge slip 
Credit cards may be revoked at 
inv time at the 
the issuer 


discretion of 


The real importance of the prop- 
osition that a credit card is a letter 
of credit is not the legal nicety of 
putting the system in a “pigeon- 
hole.” The importance lies in the 
legal rights and duties inhering in 
the letter of credit which are both 
similar to the contractual rights 
and duties of credit card systems 
and useful in placing burdens 
where, in good conscience, it seems 
they should lie. The pertinent legal 
rules are discussed under the sec- 
tion on civil liability. 

The structure of the credit card 
systems lend themselves to yet an- 
other interpretation, i.¢., assign- 
ment. The issuer might represent 
nothing more than a factor who 
purchases the accounts receivable 
of the creditor. This would explain 
the purchase and sale of the checks 


or charge slips. It is submitted that 


this should be rejected for two rea- 
Sons: 

1) The payment made for the 
charge slips is nothing more than 
either the discharge of a negotiable 
instrument or a convenient way, 
through discounting, to fulfill the 
obligations imposed on the issuer 
through the acceptance of a letter 
of credit or credit card and also 
exact the issuer’s fee for belonging 
to the system. Since in fact the ob- 
ligation to pay on the part of the 
issuer grows out of the honoring of 
the credit card by the creditor, it is 
incorrect to say that the payment is 
a bargained-for sale or assignment. 
2) The principle behind the 
rights acquired by the assignee 
against the obligor rests in subroga- 
tion. The assignee is subrogated to 
the rights of the assignor against 
the obligor. There is-no prior legal 


connection between the 


assignee 
and the obligor. This is the basis 
upon which the assignee takes sub- 
ject to all the defenses and equities 
between the assignor and obligor 
existing at the time of the assign- 
ment. This situation does not ob- 
tain, however, in the typical credit 
card transaction. The user is di- 
rectly bound to pay the issuer by 
contract without need for subroga 
tion and the issuer is not subject to 
the defenses and equities between 
user and creditor. 

In Gulf Refining Co. v. Williams 
Roofing Co. the Supreme Court of 
Arkansas ruled that the transfer of 
charge slips of a gas station to the 
credit-card-issuing oil company was 
an assignment. User's employee ac- 
cidentally left his credit card at a 


creditor service station. One of the 


attendants at the station appropri- 


ated the card and went on a credit 
card spree through Mississippi. The 
user gave issuer-plaintiff notice of 
the loss of the card. There was 
strong evidence of collusion be- 


tween the creditor service stations 
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in Mississippi and the third party 
misuser. On the basis of the rule 
that the assignee takes subject to 
all defenses between assignor and 
obligor the held plaintiff 
could not recover from user on the 


court 


accounts created by the misuser. In 
the opinions, the court noted that 
the user was under contract to pay 
the issuer for all charges made with 
the card. 


Procedure An Assignment 


Unquestionably the procedure re- 
sembles an assignment. To treat it 
as such, it is submitted, is unreal- 
istic. The user owed a duty to pay 
issuer for the charges independently 
of the sales contract between user 
and creditor. As was demonstrated 
above, the essence of assignment is 
subrogation, a “stepping into the 
shoes of the assignor.” Yet the duty 
transferred to issuer by the sup- 
posed assignment is owed him al- 
ready by the user through collateral 
contract. Why must the issuer pur- 
chase the debt of user when that 
debt is already owed to issuer 
contract? 
The result reached by the Arkansas 
court would have been the same 
under the letter of credit theory. 
The honoring of the cards by the 
creditors was 


through the issuer-user 


wrongful and the 
issuer had notice from the user of 
the theft. Issuer was under no ob- 
ligation to reimburse a wrong-doing 
creditor for the charges of the mis- 
user. If issuer chose to do so, then 
it is left with fraudulent bills with 
only the creditor open to suit. This 
would suggest that the wrong-doing 
or negligence of the creditor would 


free the issuer of its duty to give 


notice of lost or stolen cards to the 
creditor. 

Due to the fact that the various 
contracts extant in credit card sys- 
tems are consistently shaped with a 
beneficial third party in mind, it 
might be asserted that a third party 
beneficiary theory and the rules at- 
tendant thereto would better meet 
the problems of definition. 

This position appears untenable 
on the grounds that the usual bene- 
ficial interest implied by third- 
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party-beneficiary law is covered by 
actual formal contracts. For exam- 
ple, the issuer and creditor contract 
is indirectly for the benefit of the 
user giving him credit. 
However, the original right to the 
credit is obtained by the 


through 


user 
through a contract with the issuer. 
This 


user's right to get credit. The user 


contract is essential to the 


may not, however, hold the issuer 
liable if the 


honor the card. For the most part, 


creditor refuses to 
the system is based on mutual busi- 
ness respect and faith until the card 
is used, which event causes the co- 
extensive operation of a number of 
This area is too em- 
broiled with formal contract to ad- 
mit the subleties of the third-party- 


contracts. 


beneficiary rules. 

In summary, the letter of credit 
is closely analogous to a credit card. 
Under 


various formal contracts generally 


an assignment theory the 


abrogate the usual assignment law 
and similarities of fact are more 
apparent than real. Third-party- 
beneficiary rules may be discarded 
simply because there is no need for 
the implications inherent therein 
since beneficial rights and duties 


are spelled out in formal contracts. 


Civil Liability 


The civil liability of the parties 
to a credit card system is difficult 
to ascertain due to the dearth of 
case law on the subject. The lack 
of cases may be attributed to the 
low percentage of defaults or mis- 
uses as well as the reluctance of the 
issuers to sue for reasons of good 
will and avoidance of bad publicity. 

In Wanamaker v. Megary defend- 
ant user was given a charge-a-plate 
by plaintiff department store. User 
was held liable for debts contracted 
by a third party who found the 
card lost by user. The court pro- 
ceeded on a negotiable instrument 
theory, i.e., the coin was a note 
payable to bearer. The court held 
that since defendant kept the coin 
in an insecure place so as to allow 
a third 
defendant was liable on the princi- 
ple that between two 


party to appropriate it, 


innocent 


makes the loss 
possible shall bear it. The user in 
Wanamaker had notified the plain- 


parties, he who 


tiff of the loss, but the purchases 
were made before such notification. 


The inadequacies of the negoti- 
were e€Xx- 
plained in Lit Bros. v. Haines. The 
plaintiff store had issued a charge- 
a-plate to defendant who at that 
time was ignorant of the fact that 
any person 


able instrument theory 


presenting the coin 
could purchase items with it and 
have them sent to an address other 
than the defendant’s. The coin was 
stolen, items purchased in defend- 
ant’s name and sent to the thief’s 
address on his order. Plaintiff sued 
for the amount of the bill. In 
denying recovery the court held 
that the coin was a mere identifica- 
tion coin and no inference could be 
drawn from it that defendant con- 
tracted to pay for goods not pur- 
chased by her. Without a contract 
there could be no recovery. 

On facts similar to Wanamaker 
and Lit Bros., the Kansas City 
Court of Appeals in Jones Store v. 
Kelly reversed a trial court decision 
for the plaintiff issuer. The court 
concluded that it was a jury ques- 
tion whether defendant user had 
intended that the third party use 
his credit card or whether defend- 
If the 


former the defendant was liable; 


ant was ignorant of its use. 


if the latter defendant was not lia- 
ble. The credit had been extended 
to the bearer of the coin who repre- 
sented herself as wife of the de- 
fendant plaintiff knew 
Plain- 
tiff extended credit in the amount 
of $185.25 when the limit on the 
coin was $50.00. Moreover, defend- 
ant had agreed to notify plaintiff if 
the coin was lost or stolen. This he 
did not do. 


although 
defendant was not married. 


The court remanded 
the case indicating that the above 
facts should be given consideration 
in reaching a verdict. 

The preceding cases dealt with 
two-party systems. For present 
purposes it would seem that the 
charge-a-plate is an identification 
coin which merely identifies the 


person to whom credit is to be 





given. The New Jersey court held 
this in Lit Bros. v. Haines and the 
holding in Jones Store v. Kelly sug- 
gests that the only real problem is 
whether the 
use of the identification coin and 
whether the creditor had complied 


user authorized the 


with the rules upon which it had 


been issued. 


The formulation of contract rules 
presents the most difficult practical 
problem in the field. From a busi- 
ness standpoint, speed is the most 
desirable quality of the two-party 
system. The clerk, when he is pre- 
sented with a charge-a-plate, is 
trouble of 


central department to determine 


saved the calling a 
whether the customer has a charge 
If on the other hand the 


user wishes to allow someone to 


account. 


purchase goods and charge them 
to his account he should be able 
to do so through the instrumentality 
of the credit card. The difficulty 
arises when the card is lost or stolen 
and subsequently misused by a 
third party. How can the interests 
of convenience of use and security 
of credit transactions be reconciled? 
If the 
agency the advantage of the credit 
card it lost. 


clerk must call a central 


If credit on the card 
is granted carte blanche with no 
regard for the rightful use of the 
card the purpose behind the credit 
card is susceptible to considerable 
misuse. It is submitted that the 
liability must rest on the user much 
the same as it was applied in Wana- 
maker v. Megary without reference 


to the negotiable instrument theory. 


It is, in essence, a factual applica- 
tion of the maxim that of two inno- 
cent parties, the one whose negli- 
gence allows the loss must bear it. 

In remanding the case in Jones 
Store v. Kelly the court gave serious 
consideration to the fact that the 
defendant was unaware of the prac- 
tice that the card could be used for 
the benefit of a third party without 
user's permission. Yet the user was 
obligated to notify issuer if the card 
was lost or stolen. The court was 
not willing to absolve the con- 
sumer of his duty of notice even 
though he was unaware of the uses 


to which the card might be put and 
for which he would be held liable. 

In summation, it is submitted that 
the primary liability for misuse of 
a two-party card should rest on the 
but the rules and practices 
should be 


clearly enunciated as follows: 


user 
surrounding the card 

a) Credit will be issued to the 
bearer of the card. 

b) On discovery of loss or theft, 
the user must immediately notify 
the issuer. 

c) User will be liable for all pur- 
chases made by a defrauding third 
party between the time of the loss 
and notice to the issuer. 

The user of a three-party card 
appears to have a two-fold liability 
through the use of the card: a) at 
the time of a purchase he becomes 
indebted to the creditor who has 
given him goods and services, and, 
b, he 


duty with issuer to pay all valid 


has a continuing contractual 


bills presented to him by issuer. 


Letter of Credit Theory 

The issuer is bound to pay the 
creditor for the debt in (a) above. 
This is based on the letter of credit 
theory and the contract between 
issuer and creditor providing for 
issuers purchase of all charge 
In effect there is one debt 


with two obligors. 


slips. 
Under the cus- 
toms of the credit card systems the 
creditor looks first to the issuer for 
payment of the debt. However, in 
the event of default by the issuer, 
creditor may still go against the 
user. There is no legal primacy 
among the obligors but rather a 
business policy to go against issuer 
first. However, once the debt is 
paid the user’s obligation to credi- 
tor is discharged since there was 
only one debt. Now the only user 
debt remaining is that one between 
user and issuer created by contract 

In Franklin National Bank v. Kass 
the court placed civil liability on 
the user through a negotiable instru- 
ment theory. User belonged to the 
Esquire Club which was later ab- 
sorbed by Diner’s Club. Esquire’s 
system is no longer in use. The 


regulations of the Club gave the 


creditor the right to draw drafts 
on the user to the amount of the 
charges made by user. The “draft” 
consisted merely of the information 
on his checks with an order to user 
to pay plaintiff bank the amount of 
the draft in two installments. The 
creditor sent the draft to issuer who 
discounted it with plaintiff. Plaintiff 
delivered the draft to the address 
given by user in his application. 
Defendant 


ceived the draft and refused to pay. 


claimed he never re- 
The court reasoned that his use of 
the card was in fact an acceptance 
of the terms printed thereon, one 
of which was that the user would 
accept all drafts drawn on him for 
charges made by him. 

The case is not too significant 
from a definitive standpoint since 
the system is no longer used. How- 
ever, it amounts to a judicial deter- 
mination that use of the card is 
acceptance of the terms contained 
therein, and to this extent, at least, 
is Important. 

The problems presented by the 
misuse of the card are somewhat 
different. 


card or it is stolen and user does 


Assume the user loses his 


not notify the issuer. If the card is 
used by a third party, it cannot be 
said that a debt is created between 
the bonafide user and the creditor. 
Undoubtedly a debt is created be- 
tween creditor and the third party 
More than likely, how- 
ever, the misuse of the card will not 


misuser. 


be discovered until after the issuer 
has paid the creditor for the charge 
slips and then tries to collect from 
defend on the 
grounds that he incurred no debts 


user. User will 
and his contract with issuer does 
not imply that he will pay for every 
debt fraudulently 


hame. 


created in his 


This problem was faced by the 
Pennsylvania court in Gulf Refining 
Co. v. Plotnik. Defendant user had 
a gasoline credit card issued by 
plaintiff. The card was stolen and 
used by the thief to purchase gas 
and oil at creditor stations. Issuer 
sued for the 
accounts and was granted recovery. 
The court noted that normally the 


balance of these 
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bona fide holder of a credit card 
was not liable for debts created by 
a thief or one not authorized to use 
the card. It also noted that the user 


had neglected to give notice of the : 


theft to the issuer so that it might 
notify its creditor stations not to 
honor the card. The court discussed 
the implied contract of due care in 
the use of the card resting on the 
user. This duty is a corollary of the 
rule in Wanamaker v. Megary as to 
placing liability on the one of two 
innocent parties whose negligence 
allows the injury. 

Some credit cards specifically 
state that the user will be liable for 
all such debts incurred from the 
time of loss until notice is given to 
the issuer. 


Misuse of Cards 


If the user should employ the 
card after its expiration date, he 
has, in effect, misused the card. 
Since the expiration date is printed 
on the card, the creditor will not 
have complied with all the terms of 
the card and thus the issuer is not 
bound to purchase the check or 
charge slip. The creditor must then 
go against the user as the sole 
obligor on the debt. 

The user in Magnolia Petroleum 
Co. v. McMillan lent his credit card 
to a third party and authorized him 


to make certain purchases with it. 


No notice of this was given to 
User’s card held 
him liable for all debts contracted 
with the card. The third party 
appropriated the card and made 
numerous unauthorized purchases. 
User bills 
when presented by issuer. On trial, 
plaintiff was relief. On 


appeal the case was remanded on 


plaintiff issuer. 


refused to pay these 


refused 


the grounds that the card was a 
contract and the user had neither 
notified issuer of the withdrawal of 
authorization nor offered to sur- 
render the card to issuer. This case 
was in line with the “notice” rules 
expressed in Wanamaker v. Megary 
and Gulf Refining Co. v. Plotnik. 
Since the rule is expressly embodied 
in some credit card contracts and 


supported by the few reported 
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cases, it seems fairly certain that 
the three-party user will be liable 
for debts incurred by third-party 
misusers before he gives notice to 
the issuer. 

The position of the creditor is 


one of enviable Since 


credit cards have not yet generally 


security. 


expanded into the consumer field 
the users are normally restricted to 
responsible businessmen and _part- 
ies with an acceptable credit rating. 
The risk of loss is minimized. In 
addition, by honoring the credit 
card the creditor binds the issuer 
to purchase the check or charge 
slip. The issuer is not disposed to 
challenge these slips because of the 
small number of defaults and the 
desire to maintain good will. Con- 
sidering the beneficial position en- 
joyed by the creditor, it is sub- 
mitted that the responsibilities of 
care in the operation of the system 
should be high. 
The only case discovered on the 


correspondingly 


misuse of a letter of credit exempli- 
fies and supports this position. In 
Orr & Barber v. Union Bank a let- 
ter of credit was written which 
came into the hands of a third per- 
son who fraudulently drew a draft 
on it. The writer refused to honor 
the draft. The Lords 
refused plaintiff's petition for pay- 
ment of the draft on the ground 
that the plaintiff creditor should 
have taken greater care in insuring 


House of 


the validity of the signature on the 
draft. 


Types of Non Feasance 


Gulf Refining Co. v. Williams 
Roofing Co., is a hornbook example 
of the types of misfeasance and 
non-feasance in which a creditor 
The credit card in 
this case had “For Trucks Only” 


printed on its face; yet creditors 


may engage. 


sold products to misuser for his 
number 
on the card was different than the 
one of misuser’s car. 


automobile. The license 
The misuser 
misspelled the name appearing on 
the credit card when he signed the 
charge slips. Gasoline was sold in 
quantities greater than the capacity 
of misuser’s tank. In several in- 


stances, cash was delivered instead 
of goods on the strength of false 
invoices. One creditor sold the mis- 
user two radios, one for his home 
and one for his car when the card 
was restricted to automotive goods 
and services. With reference to the 
duty owed by the creditor the court 
said: “It is necessarily implied from 
the broad guarantee that the per- 
son extending credit must do so in 
good faith, in accordance with the 
provisions of the card and subject 
to any limitations appearing on the 
card.” 


Terms of Credit Cards 
This rule of strict compliance 
with the credit cards 
would mean that the creditor would 
have to make an effort to follow 
every 


terms of 


regulation in his contract 
and printed on the card; foremost 
among them being to extend credit 
only to a bona fide holder of the 
card. This 


travesties as granting credit when 


would prevent such 
the user does not even have the 
card in his possession and minimize 
the unlawful use of the cards by 
third persons. It is arguable that 
this will destroy the usefulness of 
the card by making the creditor 
determine the user's credit collater- 
ally. This position does not seem 
valid because the creditor might 
only require confirming identifica- 
tion from the holder. If the creditor 
was unwilling to take the time nec- 
essary for such strict compliance, it 
might simply accept the risk. Then 
if the issuer could prove that the 
creditor did not make a good faith 
attempt to materially comply with 
the terms of the card, the creditor 
would have recourse only against 
the third party misuser. 

Such a 


under a letter of credit theory since 


conclusion is reached 
the creditor is required to strictly 
comply with all terms of the letter 
in order to hold the writer to the 
payment of debts created by the 
beneficiary. These propositions 
have the merit of placing a duty 
of due care on that party who is 
in the most secure legal position 
and also in the best practical posi- 
tion to deter many forms of misuse. 





\ different sort of creditor lia- 
bility grows out of the four-party 
system. Under the four-party sys- 
tem, the checks and charge slips 
signed by the user are discounted 
at an issuer-designated bank within 
This 


is done by means of a draft com- 


three davs of the purchase. 
posed of an envelope containing 
the checks signed by the user. After 
discounting, the draft is presented 
The 


due 


to the issuer for discharge. 
bank 


course and the issuer is bound to 


becomes a holder in 


discharge the draft discounted at 
the bank. 

Under the three-party system, if 
the creditor has not strictly com- 
plied with the terms of the card 
and has extended credit 
taking 
whether the holder of the card is 
fide the 


simply refuse to pay creditor for 


without 


due care to determine 


a bona user, issuer may 


the charge slips. Under the four- 
party system, if the creditor does 
not comply with the terms of the 
card, the issuer will not have notice 
of the non-compliance until the 
checks 


holder in due course and the issuer 


have passed through a 


is unable to refuse payment. How 
can an issuer proceed against a 
willful or negligent creditor under 
a four-party system? It is submitted 
that he may proceed on breach of 
Under the law of letter 
of credit, the letter is an offer made 
by the writer to the creditor which 


contract. 


is accepted when the creditor ex- 
tends credit to the user. Implicit 
in this contract is the duty of the 
creditor to comply strictly with the 
the letter. So it 
the four-party credit card. 


terms of is with 
If the 
creditor breaches his duty by hon- 
oring an expired card or honoring 
the card in the hands of a misuser 
without taking due care to deter- 
the 
has been damaged in the amount 
of the draft and should be able to 


recover against creditor for breach 


mine holder’s identity, issuer 


of contract duty. 

This alteration does not take the 
four-party system out of the letter 
Rather, it adds 
the element of negotiability which 


of credit definition. 


is even more closely analogous to 
the modern day notion of the letter 
of credit. The letter of credit theory 
is merely implemented by the re- 
quirements of the Negotiable In- 
struments Law. 

The 


rights and duties under all types of 


problems of the issuer's 
systems seem primarily grounded in 
two areas: a) the issuer's duty to 
reimburse the creditor for charges 
the 


equities and defenses existing be- 


made without recourse to 
tween the parties and, b) giving 
notice to the creditors when a card 
has expired, been revoked, or is lost 
Under letter of 


theory, the various contracts in- 


or stolen. credit 
volved are separate, independent, 
and distinct. Expediency seems to 
demand this. If the creditor knows 
that disputes between himself and 
the user may be interposed as a 
defense for the issuer's refusal to 
fact the 
issuer is already protected by con- 
tract the 


effect of the guarantee is severely 


reimburse him when in 


obligations with user, 
hampered. The creditor is willing 
to extend such easy credit because 
generally he feels that he will be 
paid regardless of circumstances 
fair or foul. If however, the issuer 
can join a dispute between user and 
the 


doing business with two common 


creditor, creditor is merely 
debtors instead of surety and bene- 
The latter situation 


desirable 


ficiary. is far 


more from a_ business 
point of view. The issuer takes a 
genuine business risk in contracting 
to reimburse for all charge slips 
regardless of dispute between user 
It is submitted that 


is offset by the increased 


and creditor. 
the risk 
number of which 


the 


establishments 


will be encouraged to join 


creditor ranks. 

Secondly, let it be assumed that 
a user loses his credit card or it is 
notifies 
issuer. The next step for issuer is 
to notify the creditors so that they 


will not honor the card. The usual 


stolen. User immediately 


procedure is for the issuer to send a 
list of such cards to the creditor 
once a month. This is no small task 


considering some systems have as 
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many as ten thousand creditors. If 
after notice the creditor honors the 
card, issuer is not bound to reim- 
burse him. Suppose further that 
the card is lost or stolen on January 
1. User notifies the issuer in writing 
on January 5. The card number 
will appear on the “void card” list 
at the end of January or on January 
15 if the list is sent bi-monthly. 
What if charges are made by a 
third party misuser between the 
notice to the issuer and notice to 
the creditor? The user has fulfilled 
his obligation and the creditor may 
voided. It 
would seem that the issuer must 


honor any card not 


absorb any fraudulently made 


charges during the “notice lag.” 


The user and creditor are free of 
duty and the issuer has notice of 
the card’s loss. 

Criminal acts within the credit 
card sphere center around either 
a third person who steals the card 
from a legitimate user or a user 
who fraudulently uses the card. 

The user who gets a credit card 
from an issuer by means of fraudu- 
lent credit references has in fact 
stolen a piece of paper from the 
issuer. The card, when signed by 
the user, becomes a contract. Thus 
the card, although subject matter 
for theft 


issuer, loses this quality by becom- 


when gotten from the 


ing a contract which cannot be 
stolen. Thus one who unlawfully 
takes a signed credit card from a 
user has stolen nothing. 

On the other hand, one who uses 
a credit card which is stolen has 
taking 
property by false pretenses. As will 


committed the crime of 
be shown later, a user who uses a 
credit card after its expiration date 
has not committed a crime. In 
Littlejohn v. Hiatt defendant stole 
a credit card from a mailbox. De- 
fendant pleaded guilty and was 
convicted of mail theft of property 
$100.00. He 
was sentenced to five 


valued in excess of 
years in 
prison. After one year of his term, 
defendant petitioned for a writ of 
habeas corpus on the grounds that 
the credit card was worth less than 
$100.00 and he could not be im- 
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prisoned for more than one year. 
The court denied the petition on 
the grounds that a plea of guilty 
was an admission of all material 
facts in the indictment. 

Aside from the lurking constitu- 
tional issues involved in this case 
there is some doubt whether there 
is other factual basis for the indict- 
ment. The defendant had surely 


stolen something but, it is sub- 


mitted, it was only a piece of paper. 


It is difficult to agree with a five- 
year prison term for stealing a piece 
of paper. The only true consider- 
ation as to the value of this piece 
of paper is that a $5.00 or $6.00 
service 


charge was required to 


obtain it. The card is non-trans- 
ferable by its terms and presum- 
ably the thief could not have used 
it. Thus it would have been incor- 
that the value of the 
piece of paper was reflected in the 
amount of purchases that could 
have been made with it. 


rect to say 


Use of Stolen Cards 


Of greater importance is the use 
of the card by a thief to obtain 
goods and _ services. Recently 
Florida and Texas have enacted 
statutes making it a crime to know- 
ingly purchase goods by means of 
a card which has been stolen or 
expired. In People v. Von Hecht 
the defendant attempted to get 
credit with a gasoline credit card 
issued to one Ronan who claimed 
that he had not 


eard’s use. 


authorized the 
Defendant was con- 
victed of attempted grand theft in 
that he willfully, unlawfully, and 
feloniously attempted to take the 
property of the creditor. Defendant 
had shown the card to an attendant 
at the store and planned to return 
later and get the merchandise pur- 
chased. Defendant signed nothing. 
On his claimed he 
wanted to pay cash. He did not 
have the card in his possession. He 
was apprehended and later he 
showed the police where he had 
hidden the card. The court held 
that he had proceeded so far that 
his abandonment was not sufficient 
to avoid the charge of attempted 


return, he 


grand theft. Evidently the mere 
presentation of the card is sufh- 
cient to create criminal liability 
even though no more representa- 
tions are made. It remains to de- 
termine the nature of the criminal 
act. 

The third party misuser repre- 
sents that he has a contractual rela- 
tionship with the issuer and that 
the card has been issued to him 
pursuant to prescribed formalities 
peculiar to each system. Since the 
assurance to the creditor that this 
issuer stands behind the user is the 
primary thrust of the credit card, 
the third party misuser is misrepre- 
senting a present existing fact upon 
which another relies to his detri- 
ment. It is a well-established rule 
that misrepresentation of a present 
existing fact with intent to defraud 
is obtaining property by false pre- 
tenses. It must be carefully noted 
that the third party misuser is not 
misrepresenting a present intention 
to pay, thus possibly coming under 
the exclusion of. criminal liability 
for misrepresenting of a present 
intent to pay. The criminal liability 
grows out of his misrepresenting 
his relationship with the issuer. 
Analogy may be made to People v. 
Von Hecht wherein defendant mis- 
represented that he was authorized 
to use the card. By the same token, 
if Van Hecht had represented him- 
self to be the party named on the 
card, he would have been guilty of 
the same offense. 

The third 


sign for the goods and 


party misuser must 
services 
acquired. No system investigated 
allows the use of a card without 
signing the check or some other 
form. The credit 
with the condition precedent that 
the party getting the credit will 


creditor gives 


sign for it. There is a material re- 
At the 
moment of the signing the credit 


liance on this signature. 


transaction is completed and vari- 
ous legal relationships are created, 
i.e., the issuer is bound to pay the 
creditor, a debt is created between 
a bona fide user and the creditor, 
and the user is bound to reimburse 
the issuer. For a third party mis- 





user to get credit and then sign for 
it is therefore forgery. Corpus Juris 
Secundum, vol. 37, §1, p. 31 states: 
Subic ct to statutory variations, for- 
gery may generally be defined as the 
talse making or materially altering 
with intent to defraud, of any writ 
ing which, if genuine, might appar 
ently be of legal efficac y, or the foun 
dation of a legal liability. (Empha- 
Sis supplied 


That a _ third 
criminally liable for his acts admits 
of little different 


situation obtains in the case of a 


party misuser is 


argument. \ 


user. The user may: 

Procure a card through false 
credit information. 
Use the card after expiration. 
Procure and use a card know- 
ing at all times that he does 
not intend to pay for the 
goods and services received. 

People v. 


involving a party who procured a 


Robertson was a case 


two-party credit card by means of 
representing himself to be an osteo- 
path of good standing when in fact 
he was not. The court concluded 
that purchases made through the 
use of the card were thefts made 
by means of false pretenses. The 
state whether the 


procurement of the card was lar- 


court did not 


ceny itself or whether its use was 
the basis for obtaining property by 
false pretenses. It is submitted that 
either act was sufficient grounds 
for a larceny charge. The issuer has 
a right to hold blank cards and not 
have them taken. If the issuer is 
induced to part with these pieces 
of paper on the strength of false 
representations a crime has been 
committed. There can be larceny 
of something so insignificant as a 
The defendant in 
induced the 


piece of paper 
Robertson 


grant him the card on the strength 


issuer to 
of certain misrepresentations. In 
the three-party systems the user 


ordinarily pays a fee for the card. 


That the issuer has received a quid 


pro quo (something in return) for 
the article he has given on the 
strength of false pretenses is im- 
material. There has been a fraudu- 
lent taking. 

As regards the use of the credit 
card so procured, the user is mis- 
representing the relationship be- 


tween himself and the issuer. If 
the creditor knew that the user 
had obtained the card by false pre- 
tenses, he would not extend credit 
on the strength of the card. It is 
necessary to distinguish between 
credit extended sua sponte by the 
creditor and credit extended on the 
strength of the credit card. There 
must be a reliance on the particular 
representation for larceny by false 
It is submitted that the 


signing of the check and the placing 


pretenses. 


of the credit card number on the 
check would strongly suggest that 
the credit was extended through an 
honoring of the card 


Use of Expired Cards 


\ similar situation obtains 
through the. knowing use of a card 
which has expired. Florida makes 
statute. In the 


absence of specific statute, imposi- 


this criminal by 


tion of criminal liability is more 
difficult. The date 
appears on the card itself. Diner's 


expiration 


Club cards provide for an expira- 
tion date with an automatic renewal 
it the account is in good order. 
Most oil company cards have an 
expiration date printed on them. 
Thus a creditor can see the validity 
or invalidity of the card on its 
face. Generally the astuteness of 
the victim of false pretenses is not 
taken into account as the law pro- 
tects the fool as well as the wise 
However, it is difficult to 


understand how a reliance on a false 


man. 


pretense when the victim has the 
evidence of truth or falsity before 
him is the sort of reliance con- 
ceived of by the law of false pre- 
It is submitted that, in the 


absence of statute, use of an expired 


tenses. 


credit card is not criminal, espe- 
cially where there is no intent to 
defraud. 

What is the disposition of a user 
who applies for a credit card with 
appropriate credit references but 
has at that time 


never to pay for any goods pur- 


an actual intent 
chased with the card? This is in 
effect, when the card is used, pur- 
chasing goods intending not to pay 
for them. The majority rule in this 
country is that purchasing with a 


present intent not to pay is not 
criminal. This is so, it is reasoned, 
because the representation made to 
the creditor is of a future fact, i.e., 
payment on presentment of the bill. 
This, it is said, is not misrepresen- 


tation of a present fact. 


It is submitted that the credit 
card situation is distinguishable 
from the Chaplin v. United States 
rule and is in fact larceny by false 
pretenses. In applying for a card 
and receiving it, user makes a con- 
tract with issuer that it will pay 
all valid charges made by him. This 
is an independent contract in and 
of itself. The user’s tender amounts 
to the application, credit references, 
service charge, and an implied 
promise to pay bills presented by 
issuer. If user has a present intent 
not to pay he has in fact breached 
the contract. It must be remem- 
bered that this argument proceeds 
to establish criminal liability, not 
to give a contract cause of action 
to the issuer for breach of contract. 
The user here has repudiated his 
issuer is not 


contract although 


aware of it. Although the issuer 
would not sue or rescind until he 
became advised of the intent not 
to pay therefore, although not 
grounds for criminal liability be- 
tween user and issuer under the 
Chaplin rule, is sufficient, if known, 
to dissolve contract relations be- 
tween the parties. Thus the repre- 
sentation made to the creditor by 
the user is not a non-existent intent 
to pay, but the existence of a 
present contractual relationship 
which the user has already know- 
ingly repudiated. The user indeed 
does get credit when he does not 
intend to pay, but he gets that 
credit on the strength of a card 
whose contract implications he has 
repudiated. The creditor views the 
card and, relying on the fact of the 
contract between issuer and user 
along with his contract with issuer 
which is made operative by the 
user-issuer contract, extends credit 
to the user. As was pointed out 
before, the extending of credit to 
the user on the creditor’s initiative 


and the extending of credit on the 
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Communications Feedback... 





Sir: 

In so far as membership fee is con- 
cerned, we certainly get our money’s 
worth and’ then some. Our satisfaction 
would be in seeing some of the retailers 
take to heart a part of the wealth of 
information supplied by your association. 

Dale Carpenter 

Newark Merchants Credit Association 
Newark, New Jersey 
Sir: 

I have just returned to this country 
and am writing to thank you for your 
help and cooperation which I received 
both at the Chicago Conference and also 
at your headquarters in St. Lous. I was 
very impressed with the organization and 
efficiency of the Conference at the Palm- 
er House 

H. L. Thomas, Managing Director 
Consumer Credit Corporation, Ltd. 
Auckland, New Zealand 


I just wanted to let you know that 
we are very appreciative of all the efforts 
put forth to make the 1960 ICCC in 
Chicago one of the best that I have 
ever had the pleasure of attending. 
Please express my thanks to the entire 
staff for a job well done. 

Frank K. Edmonds, Executive Vice 
President 
Credit Bureau of Johnson City 
Johnson City, Tennessee 


Sir: 

Congratulations on the Chicago Con- 
ference. Our Minneapolis people enjoyed 
themselves. Their comments to me in- 
dicate that it was a worthwhile effort. 
We feel the National might be improved 
by being shortened, and that our own 
attendance might be greater. 

R. W. Cutler 
Schmitt Music Company 
Minneapolis, Minesota 


Sir: 

Please accept my thanks for your very 
kind comments regarding my speech be- 
fore the 46th ICCC meeting. It is most 
kind of you to write me, and I, too, hope 
to have the opportunity of meeting with 
your group again at some future date. 

Thomas B. Curtis, Congressman 
2nd District, Missouri 
House of Representatives 
Washington, D. C. 
Sir: 

Just a word to commend Henry C. 
Alexander on the success of the depart 
ment store section which he chairmaned 
I have attended many of these sessions 
but I have never experienced the large 
attendance, the wide interest and _par- 
ticipation by those attending as at the 
Chicago meeting. 

E. G. Ned Harlan, 
Riley's 
Boise, Idaho 





strength of the credit card are two 
different actions. In the former case 
the user will be protected by the 
Chaplin rule. In the latter he will 
not. 

In People v. Keller, the defend- 
ant procured a Diner's Club card 
with valid credit references. Num- 
erous purchases were made on the 
strength of this card. Subsequent 
actions by the user indicated no in- 
tent to pay for the purchases. De- 
fendant and her husband were con- 
victed of conspiracy to defraud by 
criminal means and grand theft. 
The court does not discuss the rea- 
sons for so holding, but the holding 
is certainly contrary to the Chaplin 
rule. California is one of eight jur- 
isdictions which have repudiated 
the majority rule. 

The California rule appears to be 
a healthy trend away from the 
Chaplin holding. It is nonetheless 
submitted that 
trend, misuse of the credit card by 


regardless of the 


a user should be criminally punish- 
able for the reasons stated above. 


Credit cards, for the most part, 


are special, clean letters of credit. 
Their business structure suggests 
an application of assignment or 
third-party-beneficiary law but 
closer scrutiny indicates that it is 
no more than a suggestion. 

The user of a credit card must 
acquire and use the card in good 
faith and is responsible for all pur- 


chases made by a third party who 
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wrongfully uses the card before the 
rightful user gives the issuing com- 
pany notice of the card’s loss or 
theft. 


is required to make a good faith ef- 


The creditor establishment 


fort to determine that one who 
presents the card is the rightful 
user and otherwise takes the risk of 
not being reimbursed by the issuer 
if the user proves to be a thief or 
misuser. The issuing company is 
required to give the creditor es- 
tablishments notice of lost or stolen 
cards when the issuer receives no- 
tice of this from a user. Otherwise 
the issuer must bear the risk of 
misuse of the card. 

One who steals a blank credit 
card commits larceny. If the card 
is signed, however, it becomes a 
contract and is incapable of being 
stolen. One who procures a card 
from an issuing company through 
false credit references commits the 
crime of obtaining property by 
false pretenses. If a rightful user 
presents the card after expiration, 
he commits no crime because the 
expiration date appears on the card 
and the truth or falsity of the rep- 
resentation is apparent to the cred- 
itor. However, if one uses a card 
which he has fraudulently ac- 
quired, he obtains property by 
false pretenses. The most pressing 
question is the quality of the crime 
with regard to the degrees of lar- 
ceny. At most, theft of a card 
would be petty larceny and misuse 


of it would be measured by the 
amount of goods wrongfully so 
acquired. 

The law of credit cards has yet 
to take on scope and definition. 
Though they came into general use 
in 1920 and national prominence in 
1952 with the formation of Diner’s 
Club Inc., few suits have been 
brought and only two states have 
dealt with them legislatively. With 
international credit card companies 
listing their users in the millions 
and their creditors in the thou- 
sands, the quantity of credit exten- 
sion becomes astronomical. 

The letter of credit theory is pro- 
pounded only as a guidepost. To 
inter the vast commercial system of 
credit cards in a body of law as old 
as the Law Merchant without re- 
gard for the need for fluidity is to 
create problems where they do not 
exist. It is submitted, nevertheless, 
that much aid may be garnered 
from viewing credit cards in the 
light of letter of credit law since the 
cases are numerous, the facts simi- 
lar, and the courts generous in their 
explanation of the law. The normal 
desire for uniformity in the law be- 
comes a mandate when the transi- 
tory nature of credit card users is 
considered. Be that as it may, 
whatever the eventual structure of 
credit card law, the problems will 
be lessened if the courts all start 
from the same place. wee 





What’s New in Books... . 





Investments, Seventh Edition (Prentice-Hall, Inc., 70 
Fifth Avenue, New York 11, New York, 582 pages, 
$10.60.) Providing. complete coverage of the entire field 
of investments, this popular best seller have been revised, 
rewritten, and up-dated through 1958 and 1959 by the 
authors David F. Jordan and Herbert E. Dougall. Fu 
nishing the reader with intelligent and helpful information, 
the present volume contains many additional topics. It 
provides completely new sections on the economics of in 
vestment, the capital market, life insurance stocks and 
the valuation of securities. The book explains the princi- 
ples of investment programming and furnishes the reader 
with the most recent pertinent facts on corporate and 


government securities 


Modern Business Mathematics (McGraw-Hill Book 
Company, 330 West 42nd Street. New York 36, New 
York, 216 pages, 5” by 11”, $3.25 


must be prepared to handle the many computations that 


Every employee 
are required In} today's office operations rhis book was 
designed to provide the essential background for those 
who will be entering the business world in the very near 
future. The book emphasizes practical usefulness through- 
out. Once a mastery of the basic processes is assured 
the text offers instructions in the kinds of calculating that 
workers are expected to understand and perform on the 
job 


Profitable Management for Main Street (Dun & Brad- 
street, 99 Church Street, New York 8, New York, 48 pages, 
$1.00.) This handbook is based on the documentary film 
“Small Business U.S.A.—The Story of Main Street,” pro- 
duced by Dun & Bradstreet. The booklet includes illus 
trations from the film and contains much of the dialogue 
The film is available without 
charge through any Dun & Bradstreet office in the United 
States 


used in the film episodes 


Starting and Managing a Small Credit Bureau and Col- 
lection Service (Superintendent of Documents, Govern- 
ment Printing Office, Washington 25, D.C., 60 cents.) 
This booklet, authored by the late Harold A. Wallace, 
Executive Vice President, Associated Credit Bureaus of 
America, is aimed primarily at practitioners and aspiring 
credit bureau and collection service operators. Others can 
benefit from it too. Students of business management, 
and any small businessman who is aware of the competi- 
tive importance of credit sales, will profit from this booklet 


How to Invest and Live in Mexico (Nourse Publishing 
Company, Box 398, San Carlos, California, 278 pages, 
$5.95.) Filled with facts and figures the book traces the 
course of Mexico's economic expansion, describes the 
Mexican economy and what makes it stable, and takes 
up the problems of investing and retiring here. It frankly 
relates the problems an American investor is likely to 
encounter in Mexico and shows how he can go about 
solving them. It tells him how to set up a business in 
Mexico and describes where Americans stand in regard to 
Mexican and United States taxes. The book is illustrated 
bv 11 graphs and two maps. 


Writing and Publishing Your Technical Book (F. \W 
Dodge Corporation, 119 West 40th Street, New York 18 
New York, 50 pages, complimentary.) Anyone who can 
write a good business letter has all the literary ability 
he needs to write a good technical or professional book 
If you have ever contemplated writing a business or pro- 
fessional book you would do well to ask for a copy. It 
is written to help authors organize and develop their ideas 
for books to the point where they can obtain the support 
and backing of a publisher. It answers the many questions 
about the author-publisher relationship, and it also pre 
sents many practical checklists for preparing material for 
publication 


Basic Outline on Parliamentary Law and Club Protocol 
Marguerite Grumme, 3830 Humphrey Street, St. Louis 
16, Missouri, 68 pages, $1.00 Officers, directors and 
club members will be interested in this book. It contains 
14 pages of rules, 24 pages of protocol, plus a meeting 
agenda, convention agenda, a simplified chart of motions, 
and 12 basic rules for a speaker. Other booklets by the 
same author are, Let’s Plan Programs, 16 pages, 50 cents 
Let’s Pamper Our Group Public Relations, 16 pages, 50 
cents; and Let’s Install Correctly, 16 pages, 50 cents. 


Money Management, Your Clothing Dollar (Household 
Finance Corporation, Prudential Plaza, Chicago 1, Illinois 
40 pages, 10 cents How long has it been since you 
have really analyzed your wardrobe? Has it occurred to 
you that the clothes you wear make up almost 90 per cent 
of your appearance and that your appearance, in turn 
influences the impression you make on others? Based on 
the idea that being well dressed depends more on thought 
ful planning, skillful buying and intelligent care than the 
amount of money you have to spend, this new booklet 
can be used by individuals or families. It outlines the 
essentials of good wardrobe planning so that the clothes 
you buy will be suitable and becoming to you at a price 
you can afford to pay. 


The Changing Structure of Commercial Banking (Th« 
Amos Tuck School of Business Administration, Dartmouth 


College, Hanover, New Hampshire, 30 pages, free on 


request.) Recent trends in the structure of American 
banking have provoked widespread concern, leading to the 
enactment of major banking legislation for controlling 
bank mergers and holding company organizations. This 
bulletin, by George E. Lent, Director of Research, based 
on a study for the American Bankers Association, describes 
the nature of these changes and analyzes some of the 
public policy issues involved. It shows the effect on bank 
ing ot the growth and redistribution of the American 
population, the growth and decentralization of industry, 
the rise in personal incomes, and banking laws and regu 
lations. 




















Reports of Group Meeting Chairmen 
At the Chicago Conference 





THE VARIOUS Group Meetings were held on Tuesday 
and Wednesday afternoons from 2:30 p.m. to 5:00 p.m. 
There were six groups. Members studied the list of groups 
and general topics that were presented, and decided to at- 
tend the group which best fitted their particular interests. 
These group sessions were audience-participation, problem- 
solving meetings. Key specialists sat in with each group 
and oriented the group in particular problems and also 
answered questions. The group meetings are the heart of 
the educational conferences. Here is where ideas are ob- 
tained which lead to more efficient and streamlined credit 
and collection procedures and methods. 


“Public Utilities” 


GEORGE W. CRAWFORD 


Alabama Power Company 
Birmingham, Alabama 


a > 


THE UTILITY GROUP Session in Chicago was at- 
tended by delegates from 13 states. Although the number 
of delegates was smaller than the previous conference, 
the group was large enough to have interesting general 
discussion sessions. The theme for the group was “Making 
Public Utility Credit Profitable.” Everyone present con- 
tributed to the program, and I am sure all received help 
that will benefit them in future public relations, and 
collections. 

Utility companies are interested in public relations and 
are continually endeavoring to improve them. Several 
factors were discussed in this meeting that we believe 
could contribute something to any utility company’s pro- 
gram: namely, 

Coding Accounts—This is a subject that is gaining 
momentum yearly as there are accounts that should not 
be discontinued for non-payment or even called on by 
an outside collector. These are business firms and indi- 
viduals with good credit records, house meters for apart- 
ment hall and basement service, any electric pump serv- 
ing several families, and any preferred list from top 
management. 

Select Help From Service Area—Check with local high 
schools and colleges before graduation for students with 
good records and send them employment application 
forms. Hold training classes with pay for students and 
also employ them for might and Saturday work. 

Estimating Billing—In order to lower complaints do not 
estimate the same account for two consecutive billing 
periods. This can be accomplished by requiring meter 
readers to reverse their starting point each reading cycle. 

Registering Meters—Serve occupants who have not 
made a contract with a discontinuance notice before dis- 
connecting. If they are away from home, check with 
neighbors or rental agent for information. 

Agency Collections—Have enough authorized agents in 
neighborhood shopping centers to accommodate utility 
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customers. This should eliminate a percentage of delin- 
quent notices. 

Other subjects of importance discussed in our Group 
Meetings were: 

Public utility collection procedures 

New accounts 

Aspects of credit and collection policies 

Security deposits 

How to control the increased cost of collections 
Budget billing 

Making public utility credit profitable 

Personality attributes required for success in public 
utility credit and collection work 

9. Problems and opportunities of automation in the 

public utility field. 

We are planning now for the conference in Miami in 
1961 and propose to have a co-chairman from each sec- 
tion. This will give us full coverage and a program in 
which each delegate should be interested. Our group 
unanimously expressed their desire to devote more time 
to group meetings and informal discussions of their par- 
ticular problems. 

These group session programs are planned by utility 
people for the benefit of your company and mine. Since 
most of the time spent in these group session programs 
is devoted to a discussion of our mutual problems, may 
we suggest that you bring yours to Miami next June. 
Someone will be sure to have the answer. 


ND VOR 9 to 


sr 


“Home furnishings, 
Home Improvements 
and Service Industries” 


SAUL STONE 


May-Stern and Company 
Pittsburgh, Pennsylvania 


IN THE ABSENCE of William F. Streeter, Minne- 
apolis, Minnesota, who was unable to attend the Confer- 
ence because of illness, I, as Co-Chairman, was called upon 
to preside at both afternoon sessions of this Group. It was 
a personal pleasure and a privilege to do so. 

Approximately 52 attended the first day and about 45 
were present the second day. The theme dominating the 
group meetings this year was “Better Living in the Home 
in the ’60s.” Those attending expressed their complete 
satisfaction with the general procedure, as we planned it. 
However, there was not sufficient time to go through the 
entire prepared questionnaire. The group discussed the 
following general topics to as great a degree as time al- 
lowed: 

1. Personnel problems. 

a. Personnel traits to look for. 

b. Special aptitudes and attitudes for credit inter- 
viewing. 

c. Accounting section and collection routines. 

Collection procedures; legal actions; repossessions 

and the entire collection routine. 





Credit sales promotion and best ways of getting new 
profitable business. 

Credit office accounting methods; credit office statis- 
tics and reports. 

5. Credit interviewing and collection counseling. 

The interesting thing about this group is that businesses 
of all sizes and kinds were represented. We had small 
stores, big stores, stores selling all kinds of merchandise, 
some with special geographical problems, others with 
severe competitive conditions to contend with. However, 
it soon became apparent that in the main all credit and 
collection problems bear a strong family resemblance. We 
were able to concentrate on broad principles and thus 
allow individuals to adjust their thinking to specific differ- 
ences. To be sure, all in attendance had problems and it 
is gratifying to report that so many of the delegates 
reported that they had found answers to their problems 
before the two-day meeting closed. 

It is the recommendation of our group that more time 
be allowed for these group sessions at future credit con- 
ferences. They provide us with inspiration and informa- 
tion as well as giving us time and money-saving ideas. 


“Department, Apparel 
and Jewelry Stores” 


MRS. MARIE M. GOWER 
Hastings 
San Francisco, California 


THE CHAIRMAN of this Group was Henry C. Alex- 
ander, who has requested Mrs. Marie M. Gower, Co- 
Chairman of the Group, to report on the meetings. Her 
report is as follows: 

INTERESTING! INFORMATIVE! INVALUABLE! 

. are indicative adjectives, but even they lack the ability 
to express the tempo and enthusiasm of the participants in 
our group sessions, the theme of which was “How to In- 
crease Credit Sales Volume.” 

We are in the electronic age—the Missile and Satellite 
era, and these industrial changes automatically affect con- 
sumer earning and buying power, each change being either 
a plus or minus factor. Delegates were definitely mapping 
their strategy in preparation for the “count-down” launch- 
ing of their particular organization into a more profitable 
CREDIT SALES orbit. 

Of course the basic principles, the three C’s (character, 
capacity and capital) of credit granting remain the same. 
However, the appraisal, application and mechanics change 
with the economy, and even vary as to the nation, state 
and locale. 


All the proverbial routine of credit was discussed, in- 
cluding a number of special topics. 
Credit Sales Promotion 
1. Mail to established customers a number of credit 
applications requesting them to send names of pos- 
sible new customers. 

a. For each account opened and used, give the cus- 
tomer who secured the account a nominal mer- 
chandise order. 

In every cash purchase mailed, enclose a credit ap- 

plication. 

Allow the customer to deposit money throughout the 

year to be spent at Christmas. (This is similar to 

Bank Christmas Club Plan, and should be analyzed 


carefully to avoid encroaching on some banking reg- 
ulation. ) 

Many other suggestions were given including the pro- 
motion of Teenage Accounts, and Provocative Letters to 
Inactive Accounts, inviting them to visit the firm and in 
many instances offering some special personal benefit to 
the customer. 

Revolving, Flexible, and the Option—All Purpose Charge 
Account. 

These accounts are gaining in popularity, and are being 
used for furniture and appliance stores, as well as specialty 
houses. 

1. The Option, or All-Purpose Charge Account—pay in 
full when billed, or the account is automatically con- 
sidered to be the extended plan and is service 
charged accordingly. The length of terms varies 
according to the respective organization. This ac- 
count appears to be a money saver because it elim- 
inates the necessity for converting from one type 
account to another (30-day, 90-day budget, or ex- 
tended terms) and lessens the confusion on the part 
of the customer as to payment required. 

The Customer of Long Standing, Who Is Loyal to Your 
Store Whose Account Is Large and Valuable to You, and 
Who Is Habitually Slow Pay. 

Opinions expressed were: 

1. Customer of today has grown up in a credit economy 
and should be required to respect and abide by 
credit terms. 

That every organization has a few of these VALU- 
ABLE ASSETS (customers) that they are inclined, 
and should continue, to serve. 

Facts surprising to some in the audience were: 

1. That there are still remote areas without access to 

the benefits of a Credit Bureau. 
That the rate of service charge varies in different 
sections of our countries, and that there are still a 
few firms that do not service charge at any time. 
(They should consider doing so.) 

All in all the two Department, Apparel and Jewelry 
Store sessions left every one in attendance, including the 
panel members, eager to continue. This cooperative en- 
thusiasm is just another proof that the field of credit ex- 
tension is fascinating, challenging, and when promoted to 
the mutually profitable benefit of both the customer and 
the firms we represent, is a more personally rewarding 
adventure than can be known in any other profession. 


“National Credit 
Card Industry” 


H. L. MILLER 


The Pure Oil Company 
Chicago, Illinois 


IN PREVIOUS YEARS our group had been confined 
to credit executives of the Petroleum Industry. At the 
Dallas 1.C.C.C., we were, for the first time, exposed to 
the striking similarity of problems of Petroleum credit 
issuers to those of other National and area issuers who 
had installed credit card systems in recent years. This 
expansion of credit card usage has been so extensive that 
both William Blake and Leonard Berry of the NRCA 
agreed to the desirability of expanding participation in 
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this group. The response, as evidenced in this year's 


attendance, was most gratifying. 

During the past several years there has been a growing 
teeling present with many credit granters that the sharp 
increase in the demand for consumer credit has tran- 
scended the ability of some reporting agencies to meet that 
demand. This thinking applies particularly to the indi- 
vidual and new or small business areas of reporting, where 
factual information is most essential. 

The International Consumer Credit Conference is unique 
in this country, in that it provides a cross section of 
American and Canadian credit granters the opportunity 
to meet with representative bureau managers and other 
reporting agencies from all sections of the States and 
Provinces. This allows for face-to-face discussion of spe- 
cific problems of mutual concern on both a sectional and 
national basis. 

In addition to Petroleum credit executives from 14 oil 
companies, International Credit Card, Bell Telephone, 
Hilton Carte Blanche, Illinois Farm Supply, Alden’s Inc., 
\merican Express, Seaboard Finance and several banking 
and consumer finance company representatives were also 
present. Furtherest traveled were H. L. Thomas, Con- 
sumer Finance, Ltd., Auckland, New Zealand and R. V. 
fanner, Von Hamm-Young Company, Honolulu, Hawaii. 

Associated Credit Bureaus of America was well repre- 
sented by several outstanding Bureau Managers. Other 
reporting agencies in attendance were ACBof Canada, 
Dun and Bradstreet, Credit Bureaus, Inc., Retail Credit 
Company of Atlanta, Georgia and Credit Bureau Reports, 
Inc., New York. Our theme this year was “The Future of 
the Credit, Card Industry in America.” 


Our first session was confined to discussions of tech 
niques involved in the issuance of credit cards. Round- 
table comments included such topics as standard of credit 
acceptance, coverage and calibre of service from National 
Reporting Agencies, brokering of reports, interest charged 
on past-due accounts, trends towards lengthening of term 
cards, successful procedures in effecting collection of 
past-due accounts and trends toward centralized mechani 
zation of credit card processing. 

Che second session covered the many aspects resulting 
from the misuse of credit cards and constructive steps 
available to combat and control the costly abuse. Methods 
of recovery through Western Union, Retail Credit, reward 
notices, Pinkerton and certain collection agencies, were 
covered. Consensus of group stressed the desirability of 
some type of interchange of derogatory information. Three 
outstanding Credit Bureau Managers discussed the deroga 
tory information exchange, commonly known as the OC-1 
Plan, now being used in several sections of the country. 
J. E. Fenn, Birmingham, reported on the system presently 
used in the Southeastern states; R. K. Pinger, Houston, 
on the Southwestern system and E. F. Hodge, Sacramento. 
outlined procedures of the Coast Plan which has been most 
effective the past several years. 

John Spafford, Executive Vice President, ACBofA, an- 
nounced the proposed National Interchange Plan with 
office in St. Louis. Committees from the American Petro- 
leum Credit Association and Associated Credit Bureaus 
of America have been collaborating on the format of this 
plan. It has been officially approved by the Directors 
of the ACBofA. Robert Pinger then briefly covered the 
highlights of the proposal and his excellent presentation 
was well rece ived. Seve ral comprehensive issucrs expressed 
their interest and hoped that they might be included in 
the plan at a later date. 

The need for State Legislation covering misuse of 
credit cards was discussed. In many states the present 
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legal facilities available to the credit card issuer, in his 
efforts to curb or control credit card abuse, are inadequate 
for the purpose. With the ever expanding usage of credit 
cards, it was agreed that there is a need for specific legis- 
lation on a state level, designed to curb and control abuses. 
Several state legislatures have already taken the initiative 
and have enacted corrective statutes. It is hoped that 
others will follow. It is essential that all interested mem- 
bers of the credit fraternity get behind such legislation 
in their respective states. 

One of the highlights of the group meeting was the 
invitation of W. M. Smith and L. G. Goodlander, Standard 
of Indiana, to a delightful breakfast and guided tour of 
their machine accounting department. Both credit bureau 
managers and credit executives received a new insight 
into the growing trend toward centralized machine ac- 
counting and the processing of credit card receivables 
and expressed their appreciation of this gesture by Stand- 
ard of Indiana. 

All concerned felt that this year’s group meeting was 
most successful and enlightening. Now that the ground 
has been broken, a larger and expanded representation 
is expected at next year’s conference. 


“The Health 
Professions 


STEPHEN F. O’CONNOR 


St. Mary's Hospital 
East St. Louis, Illinois 


THE INTERNATIONAL Consumer Credit Conference 
is the highlight of a year of hard work in our respective 
fields, and of course Hospital, Medical, Dental Credit 
Granting is ... as far as I am concerned. . the most 
important. It is important because in many instances 
we are concerned with a human life, and who could put 

price on that. Further, we have problems in these 
fields that do not ordinarily arise in the retail field 

I had the honor and pleasure of serving as chairman 
of these important subjects. I say honor, because it 
gave me the opportunity of renewing long standing 
friendships with Frances Hernan, Brookline, Massachu- 
setts; Bill Bronson, Rochester, New York; Frank Lauran 
of Pittsburgh, Pennsylvania, and Berne Robbe of St. Louis 
Missouri, and acquiring a new friend in Jim Connelly 
of Chicago. I say it was a pleasure because each of 
the above are experts in our field and they covered “Credit 
Decisions,” “Collections,” “Pre-Admission,” “Admission,” 
“Third Party Payers” and “Medical Indigent Cases” in 
such a way as to’ cause great interest demanding extra 
Sessions 

Our well attended group represented hospitals, doctors 
and dentists from 18 states, and taking on an international 
flavor with representatives from London, Ontario, Canada. 

The group made the following recommendations: 

1. Full day discussion sessions instead of half-days, as 
at present. 

2. Form a Division of Hospital and Medical Credit 
Granters within the National Retail Credit Associa- 
tion. 

I feel that at long last we are on our way to take our 

rightful place in the credit granting field 

I am thankful to all of the participants and to all of 
those in attendance, and for the opportunity of meeting 
many friends from the nation’s credit bureaus with whom 
we in the hospital field have so much in common 





“The Financial Industry” 


DEWEY D. GODFREY 


Bank of Charlotte 
Charlotte, North Carolina 


THE THEME of the Financial Industry Group Sessions 
of the 46th Annual Consumer Credit Conference was 
“Meeting the Financial Needs of the American Family in 
the 60s.” Speakers and topics for this session were: 


Wesley G. York, First Union National Bank, Charlotte 
North Carolina—Topic: “Cooperation with other credit 
granters leading to improved conditions.” 


M. R. Neifeld, Vice President and Economist, Bene- 
ficial Management Corporation, Morristown, New Jersey— 
Topic: “How Much Consumer Credit? 


Eugene E. Jones, Vice President, Citizens & Southern 
National Bank, Atlanta, Georgia—Topic: “Creating New 
Profitable Business through Charge Account Banking.” 


Following our speakers, we had “ladies day”—that is 
we had a panel consisting of four ladies who did an excel- 
lent job of discussing questions that had been sent into 
our National Office prior to the Conference. This panel 
discussion was supposed to last for only 45 minutes, but 
due to the interest it created, time slipped up on us and 
it lasted over an hour. Members of the panel were: 


Mrs. Gloria Ormond, Metropolitan Finance Company, 
New Orleans, Louisiana. 


Madelene Barlow, Industrial National Bank, Providence, 
Rhode Island. 

Phyliss Lindner 
Wisconsin. 

Mrs. Doris Hodupp, Paranite Wire & Cable Company, 
Jonesboro, Indiana. 


White Fish Bay Bank, Milwaukee, 


From the many comments received, 
a panel of this type should be made a “must” for our 
future group sessions 

Our second session was presided over by Gordon C. 
Fletcher, National 
Speakers and topics for this session were: 

Keith Cone, Vice President, LaSalle National Bank, 
Chicago, Illinois—Topic: “What's New in Banking.” 

Price Patton, Owner of Financial Adjustment Company, 


Accounts System, Chicago, Illinois. 


Chicago, Illinois and President of American Association 
of Credit Counselors—Topic: “Development of Family 
Financial Counselling.” 

Fred Goerlitz, Executive Vice President, Illinois Retail 
Merchants Association—Topic: “Practical Effects of Fed- 
eral and State Legislation.” 

Daniel J]. Edelman, President, Daniel J. Edelman & 
Associates, Inc., Chicago and New York—Topic: “Positive 
Public Relations Approach to Consumer Credit.” 

At both sessions, after each speaker, the audience was 
given an opportunity to ask questions of the speaker, and 
as it always happens at these informal sessions, there 
were considerable questions and discussion, which really 
is the meat of these meetings 

The sessions were well attended and much interest was 
shown by all who attended. Although there were several 
types of business represented we found that most of our 
problems were mutual problems. I would like to take this 
opportunity to thank each one who attended the Financial 
Industry Group Sessions for the valuable contribution 
each made to the success of our meetings. 








SKIP TRACING 


Procedure for the individual 
skip tracer 

Procedure for the firms of vol- 
ume business 

Fourteen different ways to lo- 
cate a skip without a regis- 
tered letter 

A letter to former employers 
that will bring phenomenal 
results 

Eleven stories of actual cases 
where the skip has been lo- 
cated, and the account col- 
lected through these skip 
tracing and collection meth- 


How, when and where to send 
registered letters 

Ten ways of locating skips by 
registered letters 

Analyzing returned registered 
letters 

How to find the job 

Tracing the guarantor 

Tracing the guarantor's job. 

A concrete case 











Chain Organizations PROVE Its Value! 


of their executives 
SECURITIES CREDIT CORP. of Denver, Colo., ordered 14 copies. 


The ONE Book Every Collection Man Should Have 
HOW 
TO LOCATE 
SKIPS AND 
COLLECT 


ods by A. M. TANNRATH 
Authority on Credits, Collections and Skip Tracing 
The Only Book of Its Kind Ever Published 


$500 
REPEAT ORDERS from Collection Agencies and 


These firms ordered copies for each of their offices or for each 





Collecting Old Accounts 
Instalment Credits 
Current Collections 

Merchandise in Storage 

Bad Check Law 
Conditional Sales Law 
Bankruptcy Law 
Supplementary Proceedings 
Intra- and Inter-State 
Commerce Laws 
Canon of Commercial 
Ethics 
Digest of Commercial Laws 
For All States 
How to Forward Claims 
For Collection 
Now on Page 13 














»s== CLIP AND MAIL THIS COUPON TODAY....« 
A. M. TANNRATH 
343 S. Dearborn, Suite 608, Chicago 4, Il. 


Please send me copy(ies) of How to Locate Skips 


and Collect. Check for $5.00 must accompany order. No 


MERCHANTS ACCEPTANCE CORP. of Worcester, Mass., has ordered C.0.D.’s 


21 copies. 

MILLER MANAGEMENT CO. of Nashville, Tenn., ordered 160 copies. 
Recently they ordered an additional 84 copies. They write: “Many 
thousands of dollars worth of skip accounts have been located through 
the direct result of your book.” 


You, Too, Can Profit by This Book! Order Today! 


Name 
Firm Name 


Address 





City 


Please Mention THE CREDIT WORLD When Writing to Advertisers 








1960-1961 MEMBERSHIP COMMITTEE 


The Membership Committee is charged with encourag- 
ing consumer credit granters, credit bureaus, medical serv- 
ice divisions, collection service divisions, and others inter- 
ested in consumer credit to become members of the Na- 
tional Retail Credit Association. 

In 1959-60, NRCA enjoyed a net growth of more than 
3,200 members bringing the total membership to 50,118. 
NRCA’s goal is “62,000 in ’62.” This is an ambitious 
undertaking but can be accomplished by everyone pulling 
together. 

The pressure of duty has caused Colonel Sheldon and 
Colonel Wolfinger to request relief from active duty this 
year. Replacing these two leaders will be Fred R. Hachtel, 
Credit Manager, Gimbel Bros., Milwaukee, Wisconsin, and 
M. T. Warrick, Credit Bureau of Spokane, Spokane, Wash- 
ington, who will serve as General Chairmen of the 1960-61 
project push. 


Our organizational structure will remain the same as 
during the past.year. Our District, State and Local Organ- 
ization will be kept virtually intact. 


The year 1960-61 should prove to be another good 
year for NRCA. So far, June and July have shown a net 
gain in membership. Our big months are ahead. We 
must prepare now for them. In order to get started on 
this drive immediately, the following District and State 
Chairmen are appointed: 

District 1— 
Miss Dorothea Jones, Cherry & Webb Co., Fall River, 
Massachusetts 
George B. Allen, Credit Bureau of Greater Springfield, 
Springfield, Massachusetts 
Connecticut—Charles Farrell, Credit Bureau of New 
Haven, New Haven, Connecticut 

Maine—W. J. Foley, Credit Bureau of Portland, Port- 

land, Maine 
Massachusetts—Edward F. Kennedy, Grover-Cronin Co., 
Waltham, Massachusetts 

New Hampshire—Ralph C. Locke, Credit Bureau of 
Manchester, Manchester, New Hampshire 

Rhode Island—Clinton W. Briggs, Providence Credit 
Bureau, Providence, Rhode Island 

Vermont—D. E. Moore, Credit Bureau of Bennington, 
Bennington, Vermont 

Newfoundland—Graham Wilansky, Wilansky & Sons 
Ltd., St. Johns, Newfoundland 

Nova Scotia—J. B. Himmelman, Glube’s Ltd., Halifax. 

Quebec—Rene Helen, T. Eaton Co., Ltd., Montreal. 
District 2— 

New Jersey—Edward M. Gallagher, Lit Brothers, Tren- 

ton, New Jersey 
Charles W. Swan, Camden Credit Association, Cam- 
den, New Jersey 

New York—James Dalton, First Trust Company of Al- 

bany, Albany, New York 
G. Winthrop Wells, Credit Bureau of Rockland 
County, Nyack, New York 
District 3— 
Mrs. Velma Lynch, Leap Concrete, Inc., Lakeland, 
Florida 
Richard M. Holmes, Retail Credit Company, Atlanta, 
Georgia 
Florida—Frank Wilson, First Federal Savings & Loan 
Assn., St. Petersburg, Florida 
Jack Kirst, Credit Bureau of Melbourne, Melbourne. 
Georgia—F. G. Mewborn, Credit Bureau of Atlanta, 
Atlanta, Georgia 
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N. Carolina—Henry Bernhardt, Salisbury-Spencer Mer- 
chants Assn., Salisbury, North Carolina 
S. Carolina—R. E. Molony, Credit Bureau of Greater 
Charleston, South Carolina 
District 4— 
E. L. Goodman, Burger-Phillips Co., Birmingham, 
Alabama 
A. B. Buckeridge, Memphis Consumer Credit Assn. 
Memphis, Tennessee 
Alabama—Miss Barbara Kemp, American National Bank 
& Trust Co., Mobile, Alabama 
Joe McWilliams, Credit Bureau of Florence, Florence. 
Louisiana—Hugh F. Shall, Godchaux’s, New Orleans. 
Glen N. Uffman, Credit Bureau of Baton Rouge, 
Baton Rouge, Louisiana 
Mississippi—Mrs. J. A. Tull, Mississippi School Supply 
Co., Jackson, Mississippi 
Tennessee—Mrs. Jama C. Bales, Medical Arts Drugs 
Co., Knoxville, Tennessee 
Harvey King, Tennessee Adjustment Service, Nash- 
ville, Tennessee 
District 5— 
Mrs. Dorothe Bolte, Lyons Bros. Lbr. & Fuel Co., Joliet, 
Illinois 
Gordon W. Gray, Credit Bureau of Cleveland, Cleve- 
land, Ohio 
Illinois—Donald Woodrick, Smith Oil & Refining Co., 
Rockford, Illinois 
Indiana—E. T. Sullivan, H. P. Wasson. Inc., Indianapo- 
lis, Indiana 
Kentucky—Carson L. Bard, Credit Bureau of Louisville, 
Louisville, Kentucky 
Michigan—Walter Graff, Credit Bureau of Lansing, Lan- 
sing, Michigan 
Ohio—Robert W. Thrasher, Cleveland Plain Dealer, 
Cleveland, Ohio 
Wisconsin—N. B. Critser, Credit Bureau of Madison, 
Madison, Wisconsin 
Ontario—J. Paterson, Yolles Furniture Co., Toronto. 
Disrtict 6— 
Mrs. Mary Brown, First Charge Account Service, Oma- 
ha, Nebraska 
Ben Baer, Credit Bureau of St. Paul, St. Paul, Minnesota 
Iowa—Willard King, Davenport Bank and Trust Co., 
Davenport, Iowa 
Loretta Kopf, Kopf & Christiansen, Davenport, Iowa 
Minnesota—Robert Cutler, Schmitt Music Co., Minne- 
apolis, Minnesota 
Nebraska—Frank Nielsen, Nebraska Clothing Company, 
Omaha, Nebraska 
N. Dakota—E. G. Johnson, Grand Forks Clinic, Grand 
Forks, North Dakota 
S. Dakota—Glenn L. Jorgenson, Pierre Credit Bureau, 
Inc.,— Pierre, South Dakota 
Manitoba—C. C. Jamieson, Winnipeg Supply & Coal 
Co., Winnipeg, Manitoba 
District 7— 
Wayne Pendergast, Muellers Flowers, Wichita, Kansas 
Ralph Kearns, Credit Bureau of Wichita, Wichita, 
Kansas 
Arkansas—Douglas Evans, Sample’s, El Dorado, Arkansas 
Kansas—Mrs. Irene Shambaugh, Credit Bureau of New- 
ton, Newton, Kansas 
Missouri—E. Meluney, Credit Bureau of St. Joseph, St. 
Joseph, Missouri 
Oklahoma—J. J. Boxberger, Credit Bureau of Oklahoma 
City, Oklahoma City, Oklahoma 





District 8— 
Howard Nelson, 3 Beall Bros., Jacksonville, Texas 
J. E. R. Chilton, Jr., Merchants Retail Credit Assn., 
Dallas, Texas 


District 9— 

W. B. Romney, Z.C.M.I., Salt Lake City, Utah 

W. S Asper, Credit Bureau of Salt Lake City, Salt Lake 
City, Utah 

Colorado—Don H. Puffer, Credit Bureau of Greater 
Denver, Denver, Colorado 

New Mexico—D. D. Boydston, Valley Gold Dairies, 
Albuquerque, New Mexico 

Utah—Wilford Fowers, Tanner Clothing Company, 
Ogden, Utah 

Wyoming—S. McReynolds, Casper Commissary, Inc., 
Casper, Wyoming 


District 10— 

Joseph E. Moore, Diesel Oil Sales Co., Seattle, Wash- 
ington 

Myron Gilmore, Seattle Credit Bureau, Seattle, Wash- 
ington 

Area Chairmen and Vice Chairmen: 

Jack Flanery, Monarch Lumber Co., Butte, Montana 

Miss Rose Shaw, Credit Bureau of Butte, Butte, Montana 

Kermit Anderson, Montana Meat Co., Helena, Montana 

Jack S. Smith, Credit Bureau of Helena, Inc., Helena, 
Montana 

N. A. Lopez, First National Bank, Miles City, Montana 

Frank Peterson, Credit Bureau of Miles City, Miles City, 
Montana 

Warren Francis, Humble Oil & Refining Co., Billings, 
Montana 

Kenneth J. Dugan, Credit Bureau of Billings, Billings, 
Montana 

Wayne Koecke, City Finance, Mountain Home, Idaho 

Bob Keyes, Credit Bureau of Mountain Home, Moun- 
tain Home, Idaho 

E. G. Harlan, Riley's, Boise, Idaho 

Con Borresen, Credit Bureau of Blackfoot, Blackfoot, 
Idaho 

Lois Dietrick, Valley Motor Company, Baker, Oregon 

Russell Braden, Credit Bureau of Baker County, Baker, 
Oregon 

A. L. Reed, Dairy Cooperative Association, Portland, 
Oregon 

J. D. MacEwan, Retail Credit Association of Portland, 
Portland, Oregon 

C. D. Stevens, General Finance Corporation, Salem, 
Oregon 

Charles E. Schmitz, Credit Bureau of Salem, Salem, 
Oregon 

Willard Buchanan, U. 
Oregon 

F. Gordon Stewart, Douglas Creditors’ Association, 
Roseburg, Oregon 

Bob Gilmore, Automatic Heat, Eugene, Oregon 

Joe Carroll, Credit Bureau of Eugene, Eugene, Oregon 

Seymour T. Anderson, National Bank of Commerce, 
Centralia, Washington - 

E. Dewey Truett, Credit Bureau of Lewis County, 
Centralia, Washington 


S. National Bank, Roseburg, 


Wallace Ross, Associated Sand & Gravel Company, 


Everett, Washington 

Helen B. Sawyers, Credit Bureau of Snohomish County, 
Everett, Washington 

Carl Nevenheim, Northern Commercial Company, An- 
chorage, Alaska 


Willard P. Thomas, Anchorage Credit Bureau, Anchor- 


age, Alaska 


Howard Young, Young's Department Store, Pasco, 
Washington 

O. Con Adams, Credit Bureau of Benton & Franklin 
Counties, Pasco, Washington 

John Hasstedt, Rees-Hall Oil Company, Spokane, Wash- 
ington 

M. T. Warrick, Credit Bureau of Spokane, Spokane, 
Washington 

Mary Newton, Atlas Tie Company, Coeur d'Alene, 
Idaho 

Mrs. Edith Smith, Credit Bureau of Coeur d'Alene, 
Couer d'Alene, Idaho 

Jack Spaner, Spaner’s Mens’ Wear, Prince George, B.C. 

A. H. Reynes, Credit Bureau, of Prince George, Prince 
George, B.C. 

Ed. McLaughlin, B.C. 
B.C, 

Thomas Downie, Credit Bureau of Vancouver, Van- 
couver, B.C. 

Rod Allanson, Watkins-Winram Fuel Company, Van- 
couver, B.C. 

Bernard Simons, T. Eaton Company Canada Ltd., 
Lethbridge, Alberta 

R. Carl McCutcheon, Credit Bureau of Lethbridge Ltd 
Lethbridge, Alberta 

Phil Koch, T. Eaton Co. Canada Ltd., Regina, Sas- 
katchewan 

Ken W. J. Reid, Credit Bureau of Regina Ltd., Regina, 
Saskatchewan 


Electric Company, Vancouver, 


District 11— 
R. M. Wylie, Weinstock Lubin & Co., Sacramento, 
California 
E. F. Hodge, Retailers Credit Assn., Sacramento, Cali- 
fornia 


Arizona—L. A. Brumbaugh, Valley National Bank, Phoe- 


nix, Arizona 

California—Fred B. Bremer, Union Oil Co. of California, 
Los Angeles, California 

Area 1 (To be named) 

2—Edwin W. Alford, Buffum’s, Long Beach 
Martha Jones, Suburban Gas, Pomona 

3—Arthur Peart, Brock’s Department Store, Bakersfield 

1—Virgil Phillips, Golden State Company, San Jose 

5—Louis G. Williams, Williams Business Services, San 

Francisco 

6—Harold R. Chesney, Mobil Oil Company, San Mateo 

Nevada—R. M. Beatty, Credit Bureau of Southern 
Nevada, Las Vegas, Nevada 

Hawaii—Alvin A. Smith, Credit Bureau of Hawaii, 
Honolulu, Hawaii 

District 12— 

Herman A. Dorsch, N. Hess & Sons, Baltimore, Mary- 
land 

C. F. Roycroft, Credit Bureau of Baltimore, Baltimore, 
Maryland 

Delaware—A. J. King, Kennard-Pyle Company, Wil- 
mington, Delaware 

Dist. of Columbia—J. K. Althaus, The Credit Bureau, 
Inc., Washington, D.C. 

Maryland—Mrs. Cecelia M. Nestor, Credit Bureau of 
Frederick, Frederick, Maryland 

Pennsylvania—George C. Whittam, Philadelphia Credit 
Bureau, Inc., Philadelphia, Pennsylvania 

Virginia—Mrs. Gertrude Hatcher, A. A. McAllister & 
Sons Co., Covington, Virginia 

W. Virginia—Kenneth R. Hardesty, Palace Furniture 
Co., Clarksburg, West Virginia 

Canada— 

Jack Paterson, 80 Alcina Avenue, Toronto, Ontario, 

Canada 
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eople and Events 


Boston Conference on Distribution 

“Marketing in the ’60’s” is the theme of the 32nd Boston 
Conference on Distribution to be held at the Statler-Hilton 
Hotel, Boston, Massachusetts, October 17-18, 1960. This 
international forum on problems of distribution is one of 
unusual interest and importance to all American business 
and to those affected by international aspects of marketing 
and distribution. Timely addresses by distinguished au- 
thorities will serve as a valuable guide to policy and action 
by business concerns. The National Retail Credit Associa- 
tion along with 82 leading educational and business insti- 
tutions are sponsoring the Conference. A copy of the pro- 
gram is available upon request to the National Office. A 
report containing all addresses will be published shortly 
after the Conference. Order from Daniel Bloomfield, Bos- 
ton Conference on Distribution, Soldiers Field, Boston 63, 
Massachusetts, at $5.50 per copy, postpaid. 


Appalachian Credit Conference 
The Fifth Annual Appalachian Credit Conference will 
be held October 26, 1960, at the General Shelby Hotel, 
Bristol, Virginia-Tennessee. William H. Blake, Executive 
Vice President, National Retail Credit Association, will 
be the keynote speaker. 


100 Members in Leesburg, Florida 

L. A. Roos, Manager, Credit Bureau of Leesburg, 
Leesburg, Florida, recently secured his 100th member in 
his city for the National Retail Credit Association. Edwin 
Cauthen, Cauthen Grove Service and Farm Supply Com- 
pany, shown in the picture below on the right, is the 
100th member. With him is Mr. Roos. Mr. Cauthen is 
one of the pioneers in the fabulous citrus industry of 
Florida. Not only is he a citrus grower but he has the 
most complete farm supply and grove caretaking services 
in Central Florida. Mr. Loos is now looking forward to 
his 200th NRCA member. 
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Coming District Meetings 

District Three (Cuba, Florida, Georgia, North Caro- 
lina, and South Carolina) and District Four (Alabama, 
Louisiana, Mississippi, Tennessee, and Bristol, Virginia 
will hold a joint annual meeting at the Wade Hampton 
Hotel, Columbia, South Carolina, April 23, 24, 25, and 
26, 1961. 

District Five (Illinois, Indiana, Kentucky, Michigan, 
Ohio, Ontario, Canada, and Wisconsin, except Superior 
will hold its annual meeting at The Statler Hilton Hotel, 
Cleveland, Ohio, February 18, 19, 20, and 21, 1961. 

District Six (lowa, Minnesota, Nebraska, North Dakota, 
South Dakota, Superior, Wisconsin, Fort William, Ontario 
and Manitoba, Canada) will hold its annual meeting at 
the Hotel Cornhusker, Lincoln, Nebraska, April 16, 17, 
and 18, 1961. 

District Seven (Arkansas, Kansas, Missouri and Okla 
homa) will hold its annual meeting at the Kentwood Arms 
Hotel, Springfield, Missouri, March 10, 11, and 12, 196] 

District Eight (Texas) will hold its annual meeting at 
the Raleigh Hotel, Waco, Texas, May 21, 22, and 23, 
1961. 

District Ten (Alaska, Idaho, Montana, Oregon, Wash- 
ington, Provinces of Alberta, British Columbia, and Sas- 
katchewan, Canada) will hold its annual meeting at the 
Empress Hotel, Victoria, British Columbia, Canada, May 
14, 15, and 16, 1961. 

District Eleven (Arizona, California, Hawaii, and Nev- 
ada) will hold its annual meeting at the U. S. Grant Hotel, 
San Diego, California, February 18, 19, 20, and 21, 1961. 

District Twelve (Delaware, District of Columbia, Mary- 
land, Pennsylvania, Virginia, and West Virginia) will hold 
its annual meeting at The Statler Hotel, Washington, 
D. C., February 11, 12, 13, and 14, 1961. 


Sterling S. Speake Credit Schools 


Credit schools will be conducted by Mr. Speake in the 
following cities during the month of November: 
Lexington, Kentucky Cincinnati, Ohio 
Muncie, Indiana Youngstown, Ohio 
If your city is interested in having Mr. Speake conduct 
a professional streamlined credit school in your city, 
please write the National Office for details and open dates. 





Help Wanted 


Retired Credit Sales Managers and Credit 
Bureau Managers to work part time on 
commission basis, to assist NRCA's ‘*Project 
Push’’ membership chairmen, doing mem- 
bership solicitation and organizing local 
units in areas not now served. If interested 
write Miss Mary Riordan, NRCA, 375 Jack- 
son Avenue, St. Louis 30, Missouri. 














Orrin A. Shearer 

Orrin A. Shearer died July 20, 1960, in Pasco, Wash 
ington. He had been Credit Manager, Bon Marche, in 
Seattle for 23 years and in 1952 he became their Director 
of Customer Relations for their four stores. He retired 
August 1, 1959 and at that time he was made an honorary 
life member of the National Retail Credit Association. He 
was a member of Destiny Lodge No. 197, F. & A. M., 
Afifi Temple of the Shrine and the Elks Lodge, all of 
Tacoma. He is survived by his wife, three daughters, 
two sons, two sisters, 13 grandchildren, and a great-grand- 
daughter, to whom we extend our sincerest sympathy. 


Sam W. Davis 


Sam W. Davis, Credit Manager and Treasurer, The 
Palace, Monroe, Louisiana died recently. He had been 
a member of the National Retail Credit Association for 
more than 35 years and was a member of the Quartet 
Century Club. He spearheaded the organization of the 
Credit Bureau in Monroe and the Louisiana Retail Credit 
Association, having served as President of both organiZa- 
tions and was very active until his semi-retirement about 
four years ago. He is survived by his wife to whom we 
extend our deepest sympathy. 


New Position for Calvin J. Veith 

Calvin J. Veith, Credit Sales Manager, Southern Cali 
fornia Music Company, San Diego, California, has re- 
signed his position to become Manager, Organ Divison 
Lvon Healy, Chicago, Illinois. Since he will no longer 
be active in credit affairs, he has resigned as Director at 
Large of the National Retail Credit Association. The 
NRCA wishes him success in his new position 


Ten Business Commandments 

1. Work Hard—Take the hardest job first every day 

2. Study Hard—The more you know, the easier and 
more effective is your work. 

3. Have Initiative—Ruts often deepen into graves. 

4. Love Your Work—There is a sense of satisfaction in 
doing work well 

5. Be Exact—Accuracy is better than haste. 

6. Have Courage—A stout heart will carry you through 
difficulties 

7. Be Friendly—Only friendly people become successful 
ke ade rs. 

8. Cultivate Personality—Personality is to the human 
what perfume is to the flower. 

9. Wear a Smile—It opens the door into the sunshin¢ 
be vond. 

10. Do Your Best—If you give to the world the best 
you have, the best will come back to you. 


+ ~ 
For Sale 
Credit and Collection Bureau in Colorado County seat 
town servicing entire county. Manager retiring is reason 
for selling this profitable Bureau Box 10602, The 
Crepir Worxvp, 375 Jackson Avenue, St. Louis 30, Mis- 


os Help Wanted . 


Collection Manager for Credit Bureau in Florida. Give 
qualifications, past experience, age, education and salary 
desired. Box 1603, The Creprr Wortp, 375 Jackson Ave- 
nue, St. Louis 30, Missouri 


Wanted To Buy : 


Credit Bureau in the United States.or Canada. Send 
customary particulars. Box 10601, The Creprr Wor p, 
375 Jackson Avenue, St. Louis 30, Missouri. 


ANONYMOUS 





Black Ink or Red Ink? 


What are the main causative factors in the difference 
between black ink and red ink on your ledger? Coupled 
with an aggressive sales promotion policy, an earmark of 
most successful firms, the difference between profit and 
loss may well be two, as follows: 

1. Careful customer selection. This means: 

al. Increased sales. 

b. Fewer mark-downs. 

c. Less collection expense 

d. Lower credit losses 
Faster collections. 
More money in the bank account 
Large r earnings 
Competitive prices. 
careless credit policy. This means: 
Reduced sales. 
More collection expense 
Higher credit losses. 
Money on the books, not in the bank. 
Slower collections 
Increased expenses. 
Inability to be competitive 
Unsatistactory earnings. 

Be safe by getting all the facts first through your Credit 
Bureau. 


Change of Address 


All of our members are requested to advise the National 
Office immediately of any change in your address to avoid 
interruption in receiving The Creprr Wor.p. Be sure to 
include your postal zone number 


Bronze Plaque for L. S$. Crowder 

In recognition of the services and devotion of Lindley 
S. Crowder to the National Retail Credit Association, the 
Board of Directors at its annual meeting in Dallas, Texas, 
June 24, 1959, authorized the erection of a memorial in 
the form of a bronze plaque to be placed in the National 
Office. It was completed recently and a picture of the 
plaque is shown below. 

Mr. Crowder, who is semi-retired, serves the Associa- 
tion as Finance and Investment Counselor and is an ex- 
officio member of the Board of Directors. He now lives at 
500 Acacia Road, Vero Beach, Florida 


AND DEVOTION OF 


TONER CROWDER 


‘ae 


RETAIL CREDIT ASSOCIATI 


RE ENT ) 918 
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CREDIT DEPARTMENT 
Communications 


LEONARD BERRY 


7 ORDS CAN BE blessings or curses; they can create 
W friendships or arouse bitter antagonism. We who 
deal in words must never forget the tremendous powei 
they possess, for good or for ill. 

This article is prompted by a conversation I had re- 
cently with one of our very fine members, a manager of 
credit sales of long experience. He was relating how 
thoroughly irked he had become with one of his custom- 
ers, a person of responsibility and excellent standing, who 
had allowed a substantial bill to remain unpaid for a 
far longer time than he had been known to before, and 
who seemingly completely ignored all requests for pay- 
ment or explanation. Our member finally decided to 
write a pretty stiff letter to this customer. He did. How- 
ever, something told him not to mail it! He held the 
letter in his desk drawer until the following day. In the 
next day’s mail came a check from the debtor, paying 
his bill in full and offering a perfectly valid explanation 
for the delay. Needless to say, our member was delighted 
he had not mailed the letter! He found that it sometimes 
pays to delay. 

This is no plea for procrastination. This is no justifi- 
cation for a loose collection follow-up. It is merely a 
suggestion that sometimes in business it is better not to 
take precipitous action. 

Business success depends largely on creating and main- 
taining the friendship of customers. This is because most 
purchases are made on an emotional basis. Customers 
trade more readily where they are sure of friendliness 
and courtesy; they shun stores where indifference and 
rudeness have been encountered. 

One harsh collection letter, written perhaps in under- 
standable and excusable anger and resentment, will often 
undo what has taken years to build and is of untold value, 
customer good will. Even when one’s patience has been 
tried to great limits, perhaps it might be a good idea 
to put that strong, demanding letter in the drawer until 
tomorrow. With the new day it is possible that some 
settlement of the problem will appear or you might be 
inclined to try just one more friendly appeal. 

Instead of sending that flat and abrupt “credit declined” 
letter tonight, why not decide to review the application 
once more. Perhaps you will discover some hitherto over- 
looked basis for limited or accommodation credit. Perhaps 
you will want to invite the applicant in for another inter- 
view in the hope that new facts will appear to give the 
application an altogether different light. 

Instead of replying immediately to that rude and 
insulting letter from a furious customer screaming for an 
impossible adjustment, it might pay to wait until tomor- 
row. By then, your resentment at such unfair and rough 
tactics on the part of the customer will have died down 
and you can compose a more gracious reply. A soft answer 
turneth away wrath! 


In any event, and under any circumstances, we should 


22 CREDIT WORLD October 1960 


hesitate before putting on paper any words which can 
hurt or sting. Once such words are speeded on tieit 
way no power can recall them or heal the wounds they 
can create. Think of your reader's mind as a wax tablet. 
The words you use will leave a lasting imprint on that 
tablet. The impression can be beautiful and a joy, or 
be painful, ugly and twisted. It depends on the words 
used. 

A good rule for credit and collection personnel: be 
calm, gentle and considerate in inverse ratio as the 
customer storms and raves. It takes two to make a fight. 
The fires of anger and blistering rage will soon die down 
if unfed. Hostility begets hostility. Kindliness begets kind 
liness. 

In consumer credit work we deal with people. People 
cannot be classified and tucked into little pigeonholes 
always and exactly according to type. The credit equation 
can never be as inexorable as an engineering equation. 
Exceptions must be made to all rules. Sometimes it pays 
to withdraw from untenable positions. We must learn 
to bend and to adjust. People are more important than 
things and people are more valuable than rules or a 
system. 

A public relations firm has coined the word flexiquacy, 
described as “a thoughtful combination of flexibility and 
adequacy.” They use it to describe their marketing re 
search program. They will not mind if I borrow it to 
describe a quality we must have as professional credit 
sales executives. Not always, to be sure, only once in a 
while, it pays to delay! Knowing when to delay marks 
the adequate executive who is flexible. 


This Month's Illustrations 


»— 


Illustration No. 1: Here we show an imaginative atten- 
tion-getting credit sales promotion piece from Montgomery 
Ward Company, St. Louis, Missouri. Credit customers 
are surely VIPs in these days of rugged competition. 

Illustration No. 2: We have been holding this particu- 
lar letter since last Thanksgiving. John R. Clark, veteran, 
beloved Manager of Credit Sales, Monnig’s, Fort Worth, 
Texas graciously put me on his mailing list. Each year, 
Mr. Clark sends to customers and friends Thanksgiving 
Greetings such as this one of excellent wording and bril- 
liantly colorful presentation. I am looking forward to 
receiving his 1960 effort! 

Illustration No. 3: Eugene R. VanDooser, S. F. Iszard 
Company, Elmira, New York heeded my plea for letter 
examples and kindly sent this splendid series of four 
collection reminders. Mr. VanDooser reports that these 
reminders bring results at a cost of less than one cent 
for printing and multigraphing. That bears out what has 
often been said in this department about the economy 
of such reminders. Thanks, Mr. VanDooser. How about 
sending your credit department letter examples? We 
need them! 














MONTGOMERY WARD 








WARDS IN GREATER ST. LOUIS V.I.P.° 
Door Prize Drawing-Fri., July 29-5:00 P.M. 


You Do Not Hove to Be Present te Win 
CHECK THE ITEM YOU WOULD LiKE To WIN IN EACH GROUP 


tet PRIZE Gaour dee PRIZE GROour ard PRIZE Geour 
io a0" Wewer 


Bring or Mell le te Your Nearest Wards Store in Greater St Lesis 














MONNIG'S 


The Friendly Stor” 


Dear Mr. and Mrs, Berry 
THANK YOU...for a wonderful year. 


en @ wonder ne for Monnig’s 
to make "59 so 


the volum 
s, prefer to 
important... 


ing Day and through- 
bts are foremost in our winds; 
to reflect...and 
ntinue to serve 
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Bankruptcy Trend: The sharp upward trend in bank- 
ruptcy filings maintained its pace in July this year when 
total filings were 9,870 as compared to 8.363 in July 1959. 
The increase of 1,508 filings amounted to 18 per cent. 

American Bar Association Appoints Consumer Bank- 
ruptcy Committee: The ABA through its Section on Cor- 
poration, Banking and Business Law has authorized crea- 
tion of a new committee to study consumer type bank- 
ruptcy, both because of its great preponderance among 
all types of bankruptcy filings, and because of the upward 
trend of these filings. Is Chapter XIII of the Bankruptcy 
Act, which provides for wage earners’ cases, an appro 
priate remedy, and if so why is it used in only approxi- 
mately one out of eight employee or consumer type case, 
is another question with which the committee will con 
cern itself in the coming year. 

The Consumer Bankruptcy Committee, organized at an 
August 27, 1960, breakfast meeting held in conjunction 
with the annual convention of the ABA, issued the fol 
lowing release: ‘ 

“Because nearly 90 per cent of those proceedings in 
bankruptcy are now individuals or wage earners, as dis 
tinguished from business organizations, a new Committee 
on Consumer Bankruptcy has been appointed by Willard P. 
Scott, of New York City, Chairman of the American Ban 
Association Section of Corporation, Banking and Business 
Law. In view of the social, economic, legislative and judi- 
cial considerations involved, a committee composed of 
members representing widespread interests has been estab- 
lished to examine into the problem and endeavor to make 
recommendations both respect to the law and its adminis 
tration. 

“Linn K. Twinem, of New. York City, who has been 
designated as Chairman of the committee, points out that 
in 1935, 35 per cent of the bankruptcy proceedings were 
in the individual or ‘non-business’ category. The official 
reports for the fiscal year 1959 show that 88.3 per cent of 
the bankruptcy filings were in the ‘non-business’ category 
out of a total of 100,672 bankruptcy proceedings insti- 
tuted in that year. In short, about nine out of every 10 
bankruptcy proceedings are ‘non-business. The ‘non- 
business” category is substantially equivalent to employee 
or consumer type bankruptcy. 

“The upward trend of bankruptcy filings continued 
through fiscal 1960 when the total filings were about 
110,000 of which 97,750 were ‘non-business’ proceedings. 
In addition, there has been an increase in Wage Earner 
Proceedings under Chapter XIII of the Bankruptcy Act 
from 6,007 such proceedings in fiscal 1950 to 13,599 
actions at the end of fiscal 1960 

“At its organization meeting in Washington on 
August 27, 1960, the Consumer Bankruptcy Committec 
determined to concern itself at this time primarily with 
two general areas of the consumer bankruptcy problem: 

“First, the causes for high incidence of ‘non-business’ o1 
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employee type of bankruptcy; and why, for instance, cer- 
tain areas have large numbers of filings, for example, the 
Chicago area with total filings of 10,264 in fiscal 1959. and 
Los Angeles with 12,473, while other comparable areas 
have quite low filings, such as 831 total filings in New 
York City area, 402 in Philadelphia area, and 210 in 
Pittsburg, all total figures, and with Chapter XIII filings 
correspondingly low. 

“Second, the operation of Chapter XIII; reasons for its 
large-scale, successful use In certain areas like Birming 
ham, and its relative non-use in other areas; suggestions for 
improvement of Chapter XUI, both administratively and 
substantive provisions. 

“John F. Clagett, counsel, National Retail Credit As- 
sociation, is serving as the Secretary of the committee. 
Other members of the Bar serving on the Committee are 
Flovd Britton, associated with the Chic ago law firm of 
Hubachek and Kelly, General Counsel, Household Finance 
Corporation; Wesley E. Brown, Referee in Bankruptcy 
Wichita, Kansas; Leonard H. Cohen, Counsel, Universal 
C. I. T. Credit Corporation, New York City; Robert ¢ 
Mayer, Associate Counsel, AFL-CIO, Washington, D. C.; 
Elmer C. Miller, Buffalo Legal Aid Bureau, Buffalo, New 
York; Charles E. Nadler, Professor of Bankruptcy Law, 
Mercer University, Macon, Georgia; Charles T. O'Neill. 
Jr., Assistant General Counsel, American Bankers As 
sociation, Washington, D. C.; R. Bruce Snow, Counsel, 
American Investment Company, St. Louis; James B. Wer 
son, representing various consumer finance companies and 
Chairman of Bankruptcy Committee, National Consumer 
Finance Association, Washington, D. C.; Lt. Col. Carl E. 
Winkler, Chief, Legal Assistance Division, Office of the 
Judge Advocate General, U. S. Army, Washington, D. C 
and Linn K. Twinem, Counsel, Beneficial Finance Co. of 
New York, Inc., New York City. 

Can You Answer This Question: May a_ worthless 
check given in payment of an open account support a 
criminal charge under “bad” check laws? 

Answer: Yes, it was so held in Clarke v. United States, 
140 Atl. 2nd, 181 (District of Columbia, 1958). While 
the majority of the courts still hold that the present ob- 
taining of money, property or other thing of value is 
necessary to support fraudulent intent, the Clarke case 
declared that the obtaining of “something of value” in 
exchange for a “hot” check is not necessary to sustain a 
criminal prosecution under such statutes. The Court 
pointed out that “bad” check laws, unlike general false 
pretense statutes, are directed at a specific act—“the 
issuance of a check with the intent to defraud.” Such 
statutes, the Court said, “make no distinction between a 
check issued for present value and one for an antecedent 
debt. To read such a distinction into the statute would 
to a large extent frustrate its purpose,” which is “to sup- 
press the negotiation of ‘bad’ checks in the business com- 
munity.” 





A Credit Educational Program for the Youth of Today 


ry. HE NATIONAL Retail Credit Association proudly announces the formation of the National Junior 
Credit Executives Club. This program has been tested, developed and successfully conducted in sev- 
eral high schools throughout the nation. It is now available to all secondary education teachers and their 
students. It provides an exciting, interesting and complete retail credit education program. 
e Sponsored by the National Retail Credit Associa- 
tion, this program has already earned the enthusiastic 
approval of outstanding school administrators, credit 
bureau managers and credit executives. Here, for the 
first time, is provided both detailed education about 


National Junior and active participation in consumer credit principles 
Credit Executives Club and practice. It is a new approach to credit educa- 


tion for our young high school group who especially 
Incorporated need this preparation for their lives in our credit 
economy. 
e Charles F. Sheldon, Manager, Philadelphia Credit 
Bureau, and Wesley E. Scott, Director of Commer- 
NJCE Organization Manual cial and Distributive Education, School District of 
Charter Membershup Certiticate for Club Philadelphia, have provided the essential leadership 
Pa nema i to get this vital program developed and started. 
tional Brochure Mr. Scott has been named Honorary National Secre- 
a to The CREDIT WORLD tary of NJCE and will act as the official representa- 
tive of the NRCA in managing all details of the 
program 





CONTENTS 





¢ Shown at left is the cover of the professionally pre- 
pared kit now available to sponsors of local National 
Junior Credit Executives Clubs. The kit contains 
the organizational manual, charter membership cer- 
tificate, student membership certificate, membership 
pin, and other helpful material. A subscription to 
The Crepir Worvp is included with the purchase of 
a kit. It is not necessary to be a member of the NRCA to qualify as a sponsor of a local National Junior 
Credit Executives Club. 

e This is another step in the ever-expanding educational program of the NRCA. With the increasing 
use of credit as a way of life in America, it is also necessary to provide consumers, and those soon-to-be 
credit consumers, with guidance and information about how best to use this mighty power of consumer 
credit to enrich life. 
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e The price of the kit is only fifteen dollars. Sponsors are cordially invited to complete the handy 
order blank below. 


Now is the time to get a NJCE Club started in Your High School 
YOU WILL BE RENDERING AN EXTREMELY WORTHWHILE EDUCATIONAL 
SERVICE TO THE YOUNG PEOPLE IN YOUR COMMUNITY 
Price $15.00 postpaid 


MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Avenue, St. Louis 30, Missouri 
Please send me KIT for National Junior Credit Executives Club. 
Name Address 


City Zone State 


Check Enclosed Mail me a bill 
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Camden, New Jersey 

At the annual meeting of the South Jersey Credit Man- 
agers Association, Camden, New Jersey, the following 
officers and directors were elected: President, Edward 
McCarey, Camden Trust Company; First Vice President, 
Joseph Stroup, Beneficial Finance Company; Second Vice 
President, Norman Stay, Haddonfield National Bank; and 
Secretary-Treasurer, Russell A. Barnes, Camden Credit 
Association. 


Sudbury, Ontario, Canada 

The new officers and directors of the Credit Grantors 
Association of Sudbury, Sudbury, Ontario, Canada, are: 
President, Bruce Moore, Interprovincial Building Credits; 
First Vice President, Larry Rose, Trans Canada Cedit 
Coporation; Second Vice President, Robert Lamont, Simp- 
son Sears Ltd.; and Secretary-Treasurer, J. Skagen, Credit 
Bureau of Sudbury. Directors: Merlyn True, T. & L. Elec- 
tric Company; Harold Osborn, T. Eaton Company; Ed- 
ward First, Trans Canada Credit Croporation; William 
Johnson, Sudbury Credit Bureau; and Walter J. MacLeod, 
Superior Finance Ltd. 


San Antonio, Texas 

Che San Antonio Retail Credit Association, San Antonio, 
Texas has elected the following officers and directors for 
the ensuing year: President, Roland Williamson, City 
Water Board; First Vice President, M. C. Wiemers, San 
Antonio Federal Credit Union; Second Vice President, 
Hertha Gerum, Wolff & Marx Company; and Secretary- 
lreasurer, T. C. Tarin, San Antonio Retail Merchants 
Association. Directors: Robert Davis, Carnation Com- 
pany; Charles Ford, Guarantee Shoe Company; George 
Jowers, City Public Service Company; Dorothy Krust, 
Dot's Photo Shop; John McCue, Carl's; Robert Santee, 
Borden Company; Angie Valencia, David Mills; and 
Mason Webster, Frost Brothers. 


Kingsport, Tennessee 

At the annual meeting of the Credit Granters Associa- 
tion of Kingsport, Kingsport, Tennessee, the following 
officers and directors were elected: President, Mrs. Nina 
\. DeVault, Bingham Furniture Company; First Vice 
President, William King, Bennett & Edwards; Second Vice 
President, Scott Castle, J. Fred Johnson and Company; 
Secretary-Treasurer, Mrs. Erma Addington, Holston Glass 
Company; and Assistant Secretary-Treasurer, Mrs. Eileen 
Carson, W. B. Green Company. Directors: Clifford Bryant, 
Motor Sales Company; Mrs. Wanda Grills, The Nettie Lee 
Shop; Scott Castle, J. Fred Johnson and Company; Bane 
Dougherty, The First National Bank; Clyde Barnett, 
Sterchi’s; Mrs. Mona Willis, Holston Valley Community 
Hospital; Charles Walters, Credit Bureau of Kingsport; 
Mack Gibson, Collections, Inc.; R. F. Beck, J. Fred John- 
son and Company; James Asbury, Dobyns-Taylor; and 
Mrs. Grace Brownell, W. B. Green Company. 


Windsor, Ontario, Canada 
The following officers and directors of the Credit Grant- 
ers Association, Windsor, Ontario, Canada, were elected 
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for the year 1960-1961: President, J. E. Herage, C. H. 
Smith Company Ltd.; Vice President, Edward Shuttle 
worth, Citizens Finance Company Ltd.; and Secretary- 
Treasurer, H. M. Beattie, Credit Bureau of Windsor. 
Directors: Mrs. Rae Wittig, Kaplan’s Furniture Ltd.; N. F. 
Belleperche, Baum & Brody Ltd.; L. R. Brennan, Webster 
Motors Ltd.; Kenneth Emerson, Waddell’s Sound & Radio 
Ldt.; Albert Helmer, Bartlet MacDonald & Gow Ltd.; and 
Albert Renshaw, H. Gray Ltd. 


San Jose, California 
The new officers and directors of the San Jose Credit 
Granters Club, San Jose, California, are: President, Roy 
Howard, Credit Bureau of Santa Clara Valley; Vice Presi- 
dent, Donald R. Matthews, Sherwin Williams Company 
and Secretary-Treasurer, Genevieve Blake, J. S. Williams 
Clothing Company. Directors: Wave Helm, Martino’s 
Furniture Store; Lillian Payne, Bekin Van & Storage; 
Kenneth Frazier, Credit Bureau of Santa Clara Valley; 

and Web Allen, San Jose Mercury News. 


New Orleans, Louisiana 

At the annual meeting of the Retail Credit Association 
of New Orleans, New Orleans, Louisiana, the following 
officers and directors were elected: President, John A. 
Brewer, Sears, Roebuck & Company; First Vice President, 
Cecil C. Ellish, Bank of Louisiana in New Orleans; Second 
Vice President, Roy A. Grashoff, Globe Auto Finance; 
Secretary, Emile Blum, Maison Blanche Company; and 
Treasurer, William F. Romair, D. H. Holmes Company 
Ltd. Directors: Richard Erichson, New Orleans Retailers’ 
Credit Bureau; Ralph M. France, Progressive Bank and 
Trust Company; Randall Lewis, Rosenberg’s; Robert E. 
McCarthy, Vanguard Finance; Herbert E. Murphy, New 
Orleans Public Service; Robert G. Poche, Beach Brothers; 
Paul E., Ricks, Beach Brothers; Hugh F. Shall, Godchaux’s; 
Walter J. Sarrat, Maison Blanche Company; and Advisory 
Counselor, John E. Zimmerman, Ochsner Clinic. 


Norfolk, Virginia 

The newly elected officers and directors for 1960- 
1961 of the Norfolk Retail Credit Executives Association, 
Norfolk, Virginia, are: President, Robert W. Peck, Retail 
Merchants Collection Service; Vice President, R. S. Costi- 
gan, Beneficial Finance Company; and Secretary-Treas- 
urer, H. L. Cromwell, Price’s. Directors: Ivan C. Thomp- 
son, W. G. Swartz Company; Charles C. Manning, P. H. 
Rose Center Shops; and Henry Henderson, Sears, Roebuck 


and Company. 
Orlando, Florida 


At the annual meeting of the Retail Credit Association 
of Orlando, Orlando, Florida, the following officers and 
directors were elected: President, Albert G. Olson, Lee 
Dairy; Vice President, Owen Crawford, Holloway Con- 
crete; and Secretary-Treasurer, Gene M. Miller, Credit 
Bureau of Orlando. Directors: Opal Tanner, Dickson and 
Ives Company; W. B. Collier, Jr., Thomas Lumber Com- 
pany; Robert S. Hughes, Floridan Oil Company; R. E. 
Roop, Helmleys Furniture; James Schell, Orlando Daily 
Newspapers; and D. F. Swartz, Bishop Office Equipment. 
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New Mexico: Constitutionality of the New Mexico 
cigarette fair trade act was challenged by Ponca Whole- 
sale Mercantile Co. in an appeal to the State Supreme 
Court, which took it under advisement. 


The high state tribunal was asked to reverse a Berna- 
lillo County District Court injunction against the firm, 
which was charged by Rocky Mountain Wholesale Co. 
with selling cigarettes below the legally permitted “whole- 
sale cost.” 

Richard G. Cooper, counsel for Ponca, said the 1949 
state law regulating the price of cigarettes was invalid 
and unconstitutional. Cooper pointed out that Ponca ad- 
mitted selling at a price lower than provided in the law, 
but was not losing money, and these sales were made only 
to large chain stores, which were authorized to buy 
directly from the factory at factory prices if they wished. 
The fact that Ponca sold at less than the “wholesale cost” 
only to direct-buying retailers, he said, showed it did not 
intend to destroy competition. Ponca’s real intent was to 
prevent such retailers from eliminating all wholesalers. 


New Jersey: New Jersey State Banking and Insurance 
Commissioner Charles R. Howell announced regulations 
defining contractors and. transactions covered by the state 
home repair financing act. Any person participating in at 
least two home-repair contracts in any calendar year will 
be deemed to be in the business for the purpose of quali- 
fying as a home repair customer. A home-repair contract 
is defined as any agreement providing for more than three 
monthly instalments. 


The Commissioner said additional regulations would be 
proposed to further implement the home-repair law, as 
well as a companion retail instalment sales act, under 
which sales finance companies or motor vehicle instalment 
sellers will be licensed and regulated. 


Alabama: Although the number of small loan companies 
in Alabama has shrunk from a peak of 649 to 468 since 
the state’s 1959 small loan regulatory law went into effect, 
State Banking Superintendent John S. Curry said little 
of this reduction can be attributed to the restrictions im- 
posed by the new statute. Much of the reduction was 
caused by consolidation of outlets as an economy measure. 


Illinois: A state legislative credit reform program was 
advocated by Otto Kerner, Democratic candidate for Gov- 
ernor of Illinois, to curb unscrupulous sellers who exploit 
credulous buyers. He called for: Elimination of the con- 
fession of judgment clause in wage earner situations; tight- 
ening of restrictions on garnishment and wage assignment; 
provision that a buyer’s defense in court, such as for faulty 
goods, is not destroyed by sale of the notes arising out of 
his transaction; imposition of a ceiling on rates of instal- 
ment credit charges; and use of a public agency to 
strengthen enforcement of credit laws already on the books 
for protection of the creditor and wage earner. 

The most incredible fault in existing Illinois law, he 
said, is that there is no limitation on the amount or rate 


of charges that unscrupulous merchants may make for 
instalment credit. 


Michigan: A committee of the Michigan House is mak- 
ing a study of the need for new state legislation in the 
field of consumer credit. Headed by Representative Homer 
Arnett of Kalamazoo, the committee recently conducted 
hearings at Western Michigan University. 

Besides considering the advisability of new legislation 
in the credit area, Arnett said the committee also discussed 
a proposal to require licensing of collection agencies. 

Another meeting of the committee is scheduled in De- 
troit during October. 


Montana: Commercial Credit Corporation filed a new 
suit in District Court in Great Falls protesting taxation of 
automobile sales contracts or “evidence of debt secured by 
mortgage.” The suit contended that county officials as- 
sessed these moneys and credits at 100 per cent of value 
while other property in the county was assessed at no more 
than 40 per cent of the full and true value. 


It also asked that the county officials be enjoined from 
taxation of all evidences of debt secured by mortgage of 
record, including motor vehicles. The heart of the long 
dispute between the county and the finance company is 
whether the loans made by the company for automobile 
purchases are actually mortgages under the law or really 
conditional sales contracts, as contended by the county 
Legal mortgages on property in Montana are not subject 
to taxation. 


North Dakota: Although North Dakota’s new small 
loan regulatory law went into effect July 28, 1960, loan 
firms planning to register under it will have to await the 
drafting of application forms. Meanwhile, they are allowed 
to operate under the law. State Banking Examiner George 
H. Uss, Jr. said lawyers were drafting application forms 
and steps were being taken to set up a small loans division 
in his department. 

On smaller loans, the measure limits interest charges to 
2% per cent per month on the unpaid balance up to $250; 
2 per cent from $250 to $500; 1% per cent from $500 to 
$750; and 1% per cent from there to $1,000. The amount 
exceeding $1,000 calls for 7 per cent per annum as pro- 
vided by regular state law. 

Hawaii: A decision unholding the former Hawaii Ter- 
ritorial Supreme Court in affirming the validity of the 
Hawaii fair trade act was recently handed down by the 
federal Ninth Circuit Court of Appeals in San Francisco. 
Consequently, the Government Employes Mutual (GEM) 
is still restrained from selling Johnson & Johnson sundry 
products at cut-rate prices. 

New Mexico: A resolution condemning the practice 
of “loss leader” merchandising was adopted by the New 
Mexico Food Dealers Association at its annual convention 
in Albuquerque. The Association also adopted a resolu- 
tion authorizing its executive board to draft whatever 
legislation is needed to eliminate the practice for submis- 
sion to the 1961 state legislature. 

Still another resolution adopted by the Association 
authorized its directors to work on legislation for a hot 
check law with “some teeth in it.” 
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Consumer Credit Outlook 
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Changes in Department Store Sales and Accounts Receivable 





Percentage change from 


Month 
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Sales during month: Total 
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Installment 
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Charge 
Instalment 





Collection Ratios and Percentage Distribution of Sales 
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Short- and Intermediate-Term Consumer Credit Outstanding 


Estimates, in millions of dollars 





Change dur 


July 31 July 
Type of credit 1960 


Inad 


Instalment credit, total 


Automobile paper 

Other consumer goods 
paper 

Repair and modernization 
loans 

Personal loans 


2,852 
10.687 
Noninstalment credit 


total 11,966 


4.290 
106 


Single-payment loans 
Charge accounts 1 
Service credit 3,170 


lotal consumer credit 53,653 











Includes amounts outstanding on service station and miscellancous 
credit-card accounts and home-heating oil accounts, which 


million on July 31, 1960 





totaled $446 





Income and Spending 








350) Billions of Dollars Source: Dept. of Commerce 
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DISPOSABLE INCOME of all persons in 
the nation rose to a seasonally adjusted an- 
nual rate of $354.3 billion in the second quar- 
ter of this year, a rate $7.3 billion greater 
than in the first quarter. The annual rate of 
consumption expenditures climbed $5.2 bil- 
lion to a rate of $328.5 billion. The difference 
between these two figures equals personal 
savings, which were at a seasonally adjusted 
annual rate of $25.8 billion, a pace $2.1 billion 
greater than in the first quarter of this year. 
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1960 Population Census—preliminary figures 
50 States and D.C. 
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Credit Union Bridge conducted 
four repres ateet credi 


; ies in these aneociations 
credit union making loans to 
other three made loans to white 
workers and industrial employees. 
three non-farmer associati ons reveal 
aid off 24; Irresponsible and over in 
iebtedness 19; Illness 18; penkrupt 6; Jol 
hoppers 3; Domestic problems 2; Skips 2; 
Careless 13; and In jail 1. Total cases 57. 

Merchants of Harrisburg, Pennsylvania 
are participating in a consumer credi t plan 
known as United Merchants Charge, a branch 
of the American Finance Company, a con- 
sumer finance company. The plan involves 
the use of merchandise certificates or 
script which can be used the same as cash 
in any member store. 

Consumer credit helps sell American 
durable goods abroad. Singer Sewing Ma- 
chine reports that in Asia 95 per cent of 
thei r credit purchasers pay regularly <s- 
In Latin ptt. poly 90 per cent pay promptly 
. - «- Kaiser Industries in Argentine sell 
cars for 30 per cent cash and the rest in 24 
installments with loans repaid very satis- 
factory. 

American Air Lines announ 

ard ‘good for connecting tr 


farmers, 


ces anew credit 
ansportation on 
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major surface carriers, i.e., rail- 
ip line: land arange- 
a part of an air tour; 
. for the cardholder and his 
on scheduled car-ferry services by air 
Europe), and personal bag- 
air freight. 
L that the jobs of more 
kept possible by the 
ee people stay 
m house is built one 
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‘chased through the 
it... which em- 
to handle the 
sredit eames 
The war against s such corporate abuses as 
price fixing, monopoly and restraint of 
rade, long waged chiefly by the Federal 
Government, is being stepped up on another 
f . « » the states, reports the Wall 
Street Journal. It is aimed, for one thing, 
local situations--cozy community car- 
which usually involve inter- 
trade or are wise outside the 
terest of Justice met or Federal 
C lawyers. The stepped-ur 
ment of state antitrust laws can 
asidoreiie 
and consumers. 
Instalment Credit Commission of the 
orts that there are some indications 
more people are finding it difficult 
their accounts current. An analy- 
the July delinquencies discloses 
approximately one additional bor- 
every 1,000 loans has been added 
lelinauent ranks. In total this is 
considered cause for concern, how- 
prevailed during 
ast several months, me word of cau- 
appropriate and timely. With an 
in volume due to the pressures to 
current model automobiles and 
durable goods, the Commis- 
n recommends continued selectivity on 
an even broader basis relative to credit 
stability, equity and terms. 
tenth year the Census Bureau has 
the arduous task of co ing the number of 
the nation's aabitecte, The date for the 
1960 census was April 1, and the Bureau has 
released nearly complete results y 
states, cities, and metropolitan areas. 
Figures for the 50 states and the Dis- 
trict of Columbia are given in the table. 
These figures add up to a little over 177, 
700,000, but the Census Bureau estinates 
that the final total will be about 179,- 
500,000. The latter compares with 151,- 
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Consumer Instalment Credit, by Holder and Type of Credit 


(Estimat sd amounw <-*tstanding, in millions of dollars) 





Increase or decrease 
during 

Type of credit and July 31 

ins\itution 1960 July July |Year Ended 

1960 1959 ‘July 31,1960 


Total +4,930 
Comercial banks 
Sales finance companies 
( ‘redit unions! 
Consumer finance 
companies! 
Otber financial institutions 
Retail outlets? 


Automobile paper 


Commercial banks 

es finance companies 
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Automobile dealers 


Otber consumer goods paper 


Commercial banks 

Sales finance companies | 
Otber financial institutions 
Department stores* | 
Furniture stores 
Housebold appliance 


stores 
Other retail outlets 


Repair and modernization 
loans‘ 


Commercial banks 
Sales finance companies 
Other financial institutions 


Personal loans 10,687 
Commercial banks 3,333 


Sales finance companies 963 
Other financial institutions, 6,391 











1Estimates of loans at credit unions and consumer finance companies by 
type of credit are included with figures for other financial institutions 


*Figures by type of retail outlet are shown below under the relevant types 
of credit. 


*Includes mail-order houses 
‘The face amount of outstanding FHA Title I loans at the end of July is 
reported by the Federal Housing Administration to be $1,961 million, of 


which an estimated $1,633 million is for consumer purposes and is included 
in the above 


1 biggest cities. 
areas were up 
ent, with most 
percent. These 


nto 


s 


Consumer Instalment Credit Extended and Repaid, and 
Changes in Credit Outstanding 


(In millions of dollars) 





Auto Other — 
Total mobile | modern- 
paper goods ization 
Pap paper 
loans 


Without seasonal 
ad justment 

Credit extended 
1960—July 
June 
1959—July 


Credit repaid 
1960—July 
June 
1959—July 


Seasonally ad justed* 
Credit extended 
1960—July 

June 
1959—July 


Credit repaid 
1960—July 
June | | 
1959—July | 31636 | Lo | 
| in outstanding credit, 
seasonally adjusted! 
+ 48 +17 


+ 97 +3 


1960—July +249 | 
June +342 | 
2nd atr. 
mo. av +399 
Ist qtr | 
mo. av. +403 

4th qtr 

mo. av +392 3 | : +139 

3rd qtr 

mo. av.? +511 ‘ 2 3% +143 

2nd qtr. | 


mo. av. | +474 | 22% 39 | : | + 79 


+100 











‘Seasonally adjusted changes in outstandings derived by subtracting credit 
repaid from credit extended. 

*Changes do not reflect the incorporation of figures for amounts outstanding 
for ——— in August. 

NC Estimates of instalment credit extended and repaid are based on 
uieeaiion from accounting records of retail outlets and financial institutions 
and include finance, insurance, and other charges covered by the instalment 
contract. Renewals and refinancing of loans, repurchases or resales of 
instalment aper, and certain other transactions may increase the amount 
of both credit extended and credit repaid without adding to the amount of 
credit outstanding. 

*Includes adjustment for differences in trading days. 


CREDIT WORLD October 1960 31 





| Qustable 


e Christopher Morley: “Few girls are as 
well shaped as a good horse.” 


e Victor Hugo: “There is no such thing 
as a little country. The greatness of a 
people is no more determined by their 
number than the greatness of a man is 
determined by his height.” 


e Anonymous: “Jumping to con- 
clusions is not half ‘as good exer- 
cise as digging for facts 


e FE. L. Simpson: “Getting an idea should 
be like sitting down on a pin; it should 
make you jump up and do something.” 


e Today's Chuckle: “Why is it there is 
never enough time to do a job right, 
but there is always enough time to do 
it over?” 


ej. L. McCaffrey: “We should 
not wrap ourselves in a banner of 
so-called principle when we are 
really concerned only. with eco- 
nomic advantage.” 


e Eric Johnston: “Beaten paths are for 
beaten men.” 


e Abraham Lincoln: “Most folks are as 
happy as they make up their minds to 
be.” 


e Plutarch: “We ought not to 
treat living creatures like shoes or 
household belongings, which when 
worn with use we throw away.” 


e Don Carlos Musser: “Because of the 
law of gravitation the apple falls to the 
ground. Because of the law of growth 
the acorn becomes a mighty oak. Be- 
cause of the law of causation, a man is 
as he thinketh in his heart. Nothing can 
happen without its adequate cause.” 


e Vernon Law: “You'll never become a 
.300 hitter unless you take your bat off 
your shoulder.’ 
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e Anonymous: “When I work for 
myself alone, 

Myself alone works for me. 

But when I work for others also, 

Others also work for me!” 


e Suzanne Douglass: You're learning 
when you listen. 

You're learning when you look. 

You're learning when you stop and think 

And when you read a book. 

You're learning when you're sitting still 

Or standing up or walking. 

You're learning something all the time 

Except for when you're talking. 





Philosopher’s 
Corner 


“To him who is 
in fear everything 
rustles.” 


sOPHOCLES (496-406 B.C.) 











e William James: “The greatest dis- 
covery of my generation is that human 
beings can alter their lives by altering 
their attitudes of mind.” 


e Dr. Layton Mauze: Four things a man 
must learn to do 

If he would make his record true: 

To think without confusion clearly; 

To love his fellowmen sincerely; 

To act from honest motives purely; 

To trust in God and Heaven securely 


e Winston Churchill: “If we open 
a debate between the past and the 
present, we shall find that we 
have lost the future.” 


e George Santayana: “Friendship is al- 
most always the union of a part of one 
mind with a part of another; people are 
friends in spots.” 


e William Hazlitt: “Man is a make- 
believe animal—he is never so truly him 
self as when he is acting a part.” 


e Albert Einstein: “The man who 
regards his own life and that of 
his feliow creatures as meaningless 
is not merely unhappy but hardly 
fit for life.” 


@ John Patterson: “A sale is not made 
until the last dollar is paid.” 


e Benjamin Disraeli: “The con- 
duct of men depends on tempera 
ment, not upon a bunch of musty 
maxims.” 


e Woodrow Wilson: “Liberty has never 
come from Government. Liberty has al- 
ways come from the subjects of it. The 
history of liberty is a history of resistance 
The history of liberty is a history of 
limitations of governmental power, not 
the increase of it.” 


e Adlai Stevenson: “There is a New 
America every morning when we wake 
up. It is upon us, whether we will it or 
not. The New America is the sum of 
many small changes—a new subdivision 
here, a new school there, a new industry 
where there had been swampland— 
changes that add up to a broad trans- 
formation of our lives. Our task is to 
guide these changes. For, though change 
is inevitable, change for the better is a 
full-time job.” 


e Harvey Ullman: “Anyone who 
stops learning is old, whether this 
happens at twenty or eighty. Any- 
one who keeps on learning not 
only remains young, but becomes 
constantly more valuable regard- 
less of physical capacity.” 


e Cicero: “To add a library to a house 
is to give that house a soul.” 


e Charles F. Kettering: “Thinking is one 
thing in the world upon which no one 
has ever been able to put a tax or tariff.’ 


e Chinese Proverb: “Those who 
do not study are only cattle dressed 
up in men’s clothes. 





lhl 


Contributed »y Joe Jacobs, 
Columbus, Ohio. What's 


your favorite text? 





“And what the Lord doth require of thee: 
Only to do justly, and to love mercy, and 
to walk humbly with thy God." 


(Micah 6, 8) 
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HERE ARE SIX. new newspaper advertising mats 
designed to carry a powerful credit sales promotion 
message. By advertising that it is smart to buy on 
credit many consumers are encouraged to use their 
credit potential to a greater degree. We have taken 
a positive approach in this series because it is neces- 
sary that we increase credit sales to keep up with 


mounting production of goods. The essential pay 
promptly theme underlies the dominant sales pro- 
motion theme. 

Size 5%” by 8%”. Price $3.00 per mat or only 
$15.00 for the series. Order now and plan an aggres- 
sive credit sales promotion program in your com- 
munity. 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 


ST. LOUIS 30, MISSOURI 





MR.EUGENE B.POWER 
UNIVERSITY MICROFILES 
313 NO.FIRST ST. 

ANN ARBOR,MICH. 
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Clip and return 
this coupon and 
complete infor- 
mation will be 
sent you promptly 





Here’s STAR Performance for you! 


You will value a thorough study and understanding of 
your NRCA Group Life Insurance Plan. Through it, you 
as a member can obtain needed Life Insurance Protection 
and the peace of mind that comes with it. 


Since this plan went into effect on December 1, 1959, 
more and more members are recognizing — and profit- 
ing by — the advantages of our Association's plan. 


AND NOW 


Both Armnerican and Canadian members have an oppor- 
tunity to enroll in the NRCA Group Insurance plan as we 
are having an ‘Open House’’ period until 


DECEMBER 1, 1960. 
DON’T LET THIS OPPORTUNITY SLIP BY... ENROLL NOW! 


PCRS SSS SSS SSS SS SSS SSS SSS SE SSS See eee eee eee, 
National Retail Credit Association 
375 Jackson Avenue 
St. Louis 30, Missouri 


Please send me without obligation details and an application 
form for the N.R.C.A. Group Life Insurance Plan. | am a 
member in the United States ( ) in Canada (_ ). 
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